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LMI Solutions is an R2 certi�ed manufacturer, distributor and recycler of 
premium replacement toner cartridges, related imaging supplies, 
remanufactured printers and turnkey Managed Print Infrastructure services. 
LMI distributes more than 5,000 SKUs, including the most popular OEM 
products, and is a recognized global leader for empowering dealers with 
Managed Print Services & Support. Recently, BTA channel member voting 
selected LMI as the Winner of "Best Remanufactured Cartridges" following 
recognition from the MPSA and the coveted Readers’ Choice Award for the 
industries "Best MPS Program" and "MPS Infrastructure Provider".

REMANUFACTURED
CONSUMABLES

MPS EXTENDED YIELDS 
KODAK BRAND

DIGITAL MARKETING
WEBSITE SERVICES, SOCIAL MEDIA,
MOBILE APPS, EMAIL MARKETING

ONLINE SALES TRAINING
NEW HIRE 

MANAGED PRINT

IOT CLOUD 
REMOTE MONITORING & 

DATA ANALYTICS
WHOLESALE 

COST-PER-IMAGE
À LA CARTE 

INFRASTRUCTURE

END OF LIFECYCLE 
SERVICES

ZERO LANDFILL 
R2 CERTIFIED

INSTRUCTOR-LED & 
ONLINE PRINTER 

TECHNICIAN TRAINING
18 COURSES
100 MODELS

TECHNICAL SUPPORT &
NATIONAL BREAK FIX 

NETWORK
ON-SITE
REMOTE

REMANUFACTURED
PRINTER HARDWARE

OUTRIGHT PURCHASE
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Replacement Samsung

 CLT- 503L B/C/M/Y 

• Replacement  HP CF 400A,
   401A/X, 402A/X, 403A/X

Replacement HP CF 410A/• 

   411A/X, 412A/X, 413A/X

Replacement  • 

   
DELL

2825,H625,H825 S/L    B/C/M/Y

• Replacement Samsung MLT-D118S/L

• Replacement Samsung MLT-D203

• Replacement Dell 2810 

• Replacement HP CF214A/XReplacement Brother
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Learn Why Of� ce Equipment 
Dealerships are Perfectly Suited 
to Sell Managed IT Services.

"We have a great partnership with Continuum. We 
don’t simply resell their product or services – we 
have a partnership that takes care of our mutual 
customers. Without Continuum, we wouldn’t be 
able to support this extremely fastgrowing and 
critical part of our future.
  — Gordon Flesch Company, Inc.

Learn why your dealership is perfectly suited to sell Managed IT Services:
www.continuum.net/dealerships

Partner with Continuum 
and you can achieve up 
to 80% margins with our  
800 technicians working 
for you.

Learn why! Get your free eBook today:
continuum.net/dealerships 

RESULTS FROM OUR PARTNERS:

“Our goal is to grow by 20% this year. Having 
Continuum’s staff backing us up to make sure we 
can support our customer needs will be critical in 
achieving that growth.” 
    —Ekaru

“We generate a 50% gross pro� t margin on 
Continuum’s services, which has helped us grow the 
company at a double-digit rate consistently over the 
past eight years.”
    —MySherpa

Four Reasons Office Equipment Dealerships are Perfectly Suited  to Sell Managed IT Services

Four Reasons Of� ce EquipmentDealerships are Perfectly Suitedto Sell Managed IT Services

CONT.IT-TransitionAD.indd   1 6/8/16   5:14 PM
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Premier Wholesaler
of Pre-Owned Copiers

• Over 5000 copiers located in 
our state-of-the-art warehouses

• Inventory includes all major brands
• All copiers tested by technicians
• Specializing in dealer sales
• Low meter and recent model copiers

New Jersey • Illinois • California

phone: 973-777-5886
fax: 973-777-5889

email: sales@marsintl.com
www.marsintl.com

Call 1-973-777-5886
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ALL REBATES ARE VALID THROUGH AUGUST 31, 2016

Printers & MFPs

CS510DE
32PPM COLOR LASER PRINTER

CS410DN
32PPM COLOR LASER PRINTER

CS510DTE
32PPM COLOR LASER PRINTER

CX410DE
30PPM COLOR MFP

PLEASE CALL FOR MARCH REBATES INFORMATION!

CS410DTN
32PPM COLOR LASER PRINTER

CS410N
32PPM COLOR LASER PRINTER

CX410DTE | 32PPM COLOR MFP.............................$250 REBATE

CX410E  | 32PPM COLOR MFP.................................$175 REBATE

MS415DN | 40PPM MONO LASER MFP....................$100 REBATE

MS510DN | 45PPM MONO LASER PRINTER.............$150 REBATE

$110
REBATE

$160
REBATE

$100
REBATE

$185
REBATE

$235
REBATE

$200
REBATE

$1215 $755

MFPs & Faxes
MP201SPF

21ppm B&W 
Copier

FAX-3320L
33.6 Kbps
Laser Fax

ALL REBATES VAILD THROUGH AUGUST 31, 2016!

SP 3600SF...............................................

SP 3610SF...............................................

SP 4510DN..............................................

SP 4510SF...............................................

SP 5200DN..............................................

SP 5210SR..............................................

$40 REBATE!

$50 REBATE!

$40 REBATE!

$150 REBATE!

$100 REBATE!

$200 REBATE!

SP C250DN..............................................
SP C320DN..............................................
SP C440DN..............................................
SP 5200S.................................................
SP 5210SF...............................................
SP C250SF...............................................
SP C252SF...............................................

$75 REBATE!
$45 REBATE!

$100 REBATE!
$180 REBATE!
$200 REBATE!
$125 REBATE!
$80 REBATE!

MP2501SP...............................$1869
MPC2003.................................$2915

FAX-4430L.................................$959
FAX-4430NF.............................$1109

ALL REBATES ARE VALID WHILE SUPPLIES LAST!

LASERJET
PRO 

M604N/DN
52ppm B&W Duplex,

Network-Ready Printers

LASERJET
PRO 

M605N/DN
58ppm B&W Duplex,

Network-Ready Printers

LASERJET
PRO 

M606DN/X
65ppm B&W Duplex,

Network-Ready Printers

MONOCHROME & COLOR
LASERJET PRINTERS & MFPS

LASERJET M426FDN.......................................................BIG SALE!
LASERJET M426FDW.......................................................BIG SALE!
COLOR LASERJET M477FNW..........................................BIG SALE!
COLOR LASERJET M477FDN..........................................BIG SALE!
COLOR LASERJET M477FDW.........................................BIG SALE!
COLOR LASERJET M570DN......................................$200 REBATE
LASERJET M225DN..........................................................BIG SALE!
LASERJET M402N......................................................$100 REBATE
LASERJET M553N......................................................$120 REBATE
LASERJET M553DN...................................................$160 REBATE
LASERJET P2035..........................................................$60 REBATE
COLOR LASERJET M452NW............................................BIG SALE!
COLOR LASERJET M452DN.............................................BIG SALE!
COLOR LASERJET M277DW.........................................$50 REBATE

BIG
SALE!
$300
REBATE
M605DN

BIG
SALE!
$250
REBATE
M605N

BIG
SALE!
$225
REBATE
M604DN

BIG
SALE!
$175
REBATE
M604N

BIG
SALE!
$440
REBATE
M606DN

BIG
SALE!
$525
REBATE
M606X

SD375......80-100-130 sheets per minute
SD440..............60-130 sheets per minute
SD710..............60-135 sheets per minute

BIG SALE!Image 
shown:
SD375

Digital Duplicators

CT-S801
300mm/s / 256K Mem.

CT-S601
200mm/s / 384K Mem.

CT-S310II
160mm/s / 384K Mem.

BIG
SALE!Image 

shown:
CT-S801

BEST
BUY

DOCUMENT SCANNERS

BIG SALE!

$899
INCREDIBLE

DEAL!

$695
INCREDIBLE

DEAL!

i2420 SCANNER

DOCUMENT
SCANNER
60ppm Color Scanner for PC & MAC

40ppm Desktop Scanner

DR-C225 
25ppm B&W/
Grayscale/
Color (Simplex)

DR-C240 
30ppm B&W/
Grayscale/
Color (Simplex)

Fi-7160

MULTIFUNCTIONS
& PRINTERS

BIG
SALE!

BIG
SALE!

BIG
SALE!

BIG
SALE!

B4600 PRINTER C331DN PRINTER

• 50/50ppm BW/Color
• 530 Sheets (T1-3)

• 27ppm
• 250 Sheets

• 55ppm
• 530 Sheets

• 25/23ppm BW/Color
• 250 Sheets

MB770+ MFP

B412DN............................BIG SALE!
B420DN............................BIG SALE!
B432DN............................BIG SALE!
B4600/N/NPS...................BIG SALE!
B512DN............................BIG SALE!
B721DN............................BIG SALE!
B731DN............................BIG SALE!

C331DN............................BIG SALE!
C531DN............................BIG SALE!
C610N/DN........................BIG SALE!
C711N/DN........................BIG SALE!
C831N..............................BIG SALE!
C831DN............................BIG SALE!
C9650N/DN......................BIG SALE!

MB472W..........................BIG SALE!
MB491+LP.......................BIG SALE!
MB492..............................BIG SALE!
MB562W...........................BIG SALE!
MB760+............................BIG SALE!
MB770+............................BIG SALE!
MB770F+..........................BIG SALE!
MB770FX+........................BIG SALE!

MC362W...........................BIG SALE!
MC562W...........................BIG SALE!
MC770+............................BIG SALE!
MC780+............................BIG SALE!
MC780F+..........................BIG SALE!
MC780FX+.......................BIG SALE!
MC873DN.........................BIG SALE!
MC873DNC......................BIG SALE!
MC873DNX......................BIG SALE!

MONOCHROME PRINTERS

MONOCHROME MFPS
COLOR MFPS

COLOR PRINTERS

DOT MATRIX 
PRINTERS

LABEL 
PRINTERS

POS 
PRINTERS

C911DN PRINTER

MFPs

ALL REBATES VALID WHILE SUPPLIES LAST!

MX-M266N
MX-M316N  
MX-M354N

MX-B402

MX-C250 FO-2081

MX-2616N
MX-3116N  

• Up to 35ppm

MX-C300P
MX-C300W  
MX-C301W
• 30 pages per
  minute

• 26ppm BW/Color 
  (2616N)
• 31ppm BW/Color 
  (3116N)

CALL FOR PRICING!

CALL FOR PRICING!

GREAT BUY

• 40 pages per minute
• 500-sheet paper
   drawers

• 33.6 Kbps Fax
• 23 pages per 
   minute

CALL FOR 
PRICING!

$150
REBATE

$899
AFTER REBATE

• 25/25 pages per 
  minute (BW/Color)

CALL FOR PRICING!

CALL FOR PRICING!

BLI
2015 PICK$35

• 23 pages per minute
• 128 MB Memory
• 1200 x 1200 dpi 
  Resolution
• 50,000 Pages 
  Duty Cycle

• Wireless Network
• 700-Page 
  Starter Cartridge 
  Included

P2500W

P3255DN  | MONO Printer | 35ppm | 128MB Memory........$70
M6550NW | MONO MFP     | 23ppm | 128MB Memory........$89
M6600NW | MONO MFP     | 23ppm | 256MB Memory.....$105

LASER PRINTERS

AUGUST / SEPTEMBER PROMO PRICE

FAX-2840
High Speed Laser Fax | 33.6Kbps Super G3....

FAX-4100e
High Speed Laser Fax | 33.6Kbps Super G3....

PPF-4750e
High Perf. Laser Fax | 33.6Kbps | Network......

MFC-8220
B&W Laser AIO | 21ppm | 32MB Memory.........

MFC-8510DN
B&W Laser Printer | 27ppm | Dplx | W-Ntwrk...

MFC-9330CDW
Color Digital MFC | 23ppm | Dplx | W-Ntwrk.....

MFC-J5720DW
Color InkJet AIO | 35/27ppm (BW/Color)..........

MFC-L2740DW
B&W AIO | 32ppm | Duplex | W-Network............

BIG SALE!

BIG SALE!

BIG SALE!

BIG SALE!

BIG SALE!
BIG SALE!
BIG SALE!
BIG SALE!

HL-L8250CDN
32PPM CLR PRINTER • DPLX • NTWRK..... BIG SALE!

BIG SALE!

BIG SALE!

MFC-L8600CDW
30PPM CLR MFP • DPLX • NTWRK...........

MFC-L8850CDW
32PPM CLR MFP • DPLX • W-NTWRK.......

Copiers, Faxes, MFPs, 
Printers, Scanners

FACTORY 
REFURB 
SALE!

MFC-7860DW
• 27ppm 
  (Copy/Print)
• 32MB 
  Memory $149

AUTHORIZED DISTRIBUTOR

INNOVATIVE •SMART •SIMPLE
**ALL REBATE PROMOS ARE VALID WHILE SUPPLIES LAST!**

ECOSYS P6021CDN
Color Printer with
Duplex and Network  

• 23ppm 
  BW/Color
• 250-Sheet 
  Tray
• 512MB
  Memory
• Hard
  Disk Drive
  (Option)

$359
AFTER

REBATE

$170
Rebate

P2035D.......................$149
P2135D.......................$225

ECOSYS P2135DN
B&W Printer with
Duplex and Network 

• 37ppm
• 250-Sheet 
  Tray

$189
FS-1320DBEST BUY

$249
SALE!

FS-6525MFP / 6530MFP
B&W Copy, Print, Scan 
with Network, Duplex, 
Fax (Option) 

• 25ppm (FS-6525MFP)
• 30ppm (FS-6530MFP)
• Standard RADF
• Up to 1,600 Sheets
• 33.6 Kbps Fax 
  (Option)

6525MFP
$500
Rebate

6530MFP
$550
Rebate

SAVE ON

PACKAGE
DEALS!

M3040IDN / M3540IDN 
M3550IDN / M3560IDN

B&W Copy, Print, Color Scan, 
Fax (M3540/3550/3560idn 
only) with Network, Duplex 

• 42ppm (M3040/3540idn)
• 52ppm (M3550idn)
• 62ppm (M3560idn)
• 33.6 Kbps Fax 
  (M3540/3550/3560idn)

Up to
$500
Rebate

Image 
Shown: 

M3540idn

62
ppm

Up to

AirPrint

7” LED
Touch
Panel

M2035DN / M2535DN
B&W Copy, Print, Scan with Network, 
Fax (M2535DN only) 

• 37ppm
• Standard Duplex
• 250-Sheet Capacity
• Standard Print, Copy, 
  and Color scan
• 33.6 Kbps Fax 
  (M2535DN)

$70
Rebate

ECOSYS M6530CDN
Color Copy, Print, Scan, with 
Duplex & Network  

• 32ppm 
  BW/Color
• 250-Sheet 
  Tray
• 50-Sheet MPT
• 75-Sheet RADF
• Wireless 
  Printing Cable

$300
Rebate

CALL FOR

BEST
PRICING!

CS-3010i/3510i
B&W Copy, Print, Scan, Fax 
(Option) with Printer Network

• 30ppm (3010i)
• 35ppm (3510i)
• Dual 500 Sheets
• 33.6 Kbps Fax 
  (Option)

FREE!
DP-770B

$400
Rebate

SAVE ON

PACKAGE
DEALS!

CS-2551ci/2552ci
Color Copy, Print, Scan with 
Duplex, Fax (Option), Network

• 25ppm BW/Clr
• 150-Sheet MPT
• Dual 500 Sheets
• 33.6 Kbps Fax
  (Option)

SAVE ON

PACKAGE
DEALS!

CS-306ci
Color Copy, Print, Scan with 
Fax/Network (Option) 

• 32ppm BW/Color
• 600-Sheet Cap.
• 75-Sheet
  Doc. Processor
• 33.6 Kbps 
  Fax 
  (Option)

$500
Rebate

FS-C8520MFP
Color Copy, Print, Scan with 
Fax/Network (Option) 

• 20ppm BW/Color
• Up to 1,600 Sheets
• 33.6 Kbps 
  Fax 
  (Option)

$2000
Rebate

SAVE ON

PACKAGE
DEALS!

FS-C8525MFP
Color Copy, Print, Scan with 
Fax/Network (Option) 

• 25ppm BW/Color
• Up to 1,600 Sheets
• 33.6 Kbps 
  Fax 
  (Option)

$1400
Rebate

SAVE ON

PACKAGE
DEALS!

ECOSYS M6035CIDN
Color Copy, Print, Scan, with 
Duplex & Network  

• 37ppm 
  BW/Color
• 250-Sheet 
  Tray
• 100-Sheet 
  MPT
• 1GB
  Memory

$300
Rebate

CALL FOR

BEST
PRICING!

ECOSYS M6535CIDN
Color Copy, Print, Scan, with 
Duplex & Network  

• 37ppm 
  BW/Color
• 250-Sheet 
  Tray
• 100-Sheet 
  MPT
• 1GB Memory
• 33.6 Kbps
  Fax

$300
Rebate

CALL FOR

BEST
PRICING!

Image 
Shown: 

CS-3510i

CS-2552ci
$550
Rebate

CS-2551ci
$900
Rebate

CALL FOR

SPECIAL
PRICING!
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ALL REBATES ARE VALID THROUGH AUGUST 31, 2016

Printers & MFPs

CS510DE
32PPM COLOR LASER PRINTER

CS410DN
32PPM COLOR LASER PRINTER

CS510DTE
32PPM COLOR LASER PRINTER

CX410DE
30PPM COLOR MFP

PLEASE CALL FOR MARCH REBATES INFORMATION!

CS410DTN
32PPM COLOR LASER PRINTER

CS410N
32PPM COLOR LASER PRINTER

CX410DTE | 32PPM COLOR MFP.............................$250 REBATE

CX410E  | 32PPM COLOR MFP.................................$175 REBATE

MS415DN | 40PPM MONO LASER MFP....................$100 REBATE

MS510DN | 45PPM MONO LASER PRINTER.............$150 REBATE

$110
REBATE

$160
REBATE

$100
REBATE

$185
REBATE

$235
REBATE

$200
REBATE

$1215 $755

MFPs & Faxes
MP201SPF

21ppm B&W 
Copier

FAX-3320L
33.6 Kbps
Laser Fax

ALL REBATES VAILD THROUGH AUGUST 31, 2016!

SP 3600SF...............................................

SP 3610SF...............................................

SP 4510DN..............................................

SP 4510SF...............................................

SP 5200DN..............................................

SP 5210SR..............................................

$40 REBATE!

$50 REBATE!

$40 REBATE!

$150 REBATE!

$100 REBATE!

$200 REBATE!

SP C250DN..............................................
SP C320DN..............................................
SP C440DN..............................................
SP 5200S.................................................
SP 5210SF...............................................
SP C250SF...............................................
SP C252SF...............................................

$75 REBATE!
$45 REBATE!

$100 REBATE!
$180 REBATE!
$200 REBATE!
$125 REBATE!
$80 REBATE!

MP2501SP...............................$1869
MPC2003.................................$2915

FAX-4430L.................................$959
FAX-4430NF.............................$1109

ALL REBATES ARE VALID WHILE SUPPLIES LAST!

LASERJET
PRO 

M604N/DN
52ppm B&W Duplex,

Network-Ready Printers

LASERJET
PRO 

M605N/DN
58ppm B&W Duplex,

Network-Ready Printers

LASERJET
PRO 

M606DN/X
65ppm B&W Duplex,

Network-Ready Printers

MONOCHROME & COLOR
LASERJET PRINTERS & MFPS

LASERJET M426FDN.......................................................BIG SALE!
LASERJET M426FDW.......................................................BIG SALE!
COLOR LASERJET M477FNW..........................................BIG SALE!
COLOR LASERJET M477FDN..........................................BIG SALE!
COLOR LASERJET M477FDW.........................................BIG SALE!
COLOR LASERJET M570DN......................................$200 REBATE
LASERJET M225DN..........................................................BIG SALE!
LASERJET M402N......................................................$100 REBATE
LASERJET M553N......................................................$120 REBATE
LASERJET M553DN...................................................$160 REBATE
LASERJET P2035..........................................................$60 REBATE
COLOR LASERJET M452NW............................................BIG SALE!
COLOR LASERJET M452DN.............................................BIG SALE!
COLOR LASERJET M277DW.........................................$50 REBATE

BIG
SALE!
$300
REBATE
M605DN

BIG
SALE!
$250
REBATE
M605N

BIG
SALE!
$225
REBATE
M604DN

BIG
SALE!
$175
REBATE
M604N

BIG
SALE!
$440
REBATE
M606DN

BIG
SALE!
$525
REBATE
M606X

SD375......80-100-130 sheets per minute
SD440..............60-130 sheets per minute
SD710..............60-135 sheets per minute

BIG SALE!Image 
shown:
SD375

Digital Duplicators

CT-S801
300mm/s / 256K Mem.

CT-S601
200mm/s / 384K Mem.

CT-S310II
160mm/s / 384K Mem.

BIG
SALE!Image 

shown:
CT-S801

BEST
BUY

DOCUMENT SCANNERS

BIG SALE!

$899
INCREDIBLE

DEAL!

$695
INCREDIBLE

DEAL!

i2420 SCANNER

DOCUMENT
SCANNER
60ppm Color Scanner for PC & MAC

40ppm Desktop Scanner

DR-C225 
25ppm B&W/
Grayscale/
Color (Simplex)

DR-C240 
30ppm B&W/
Grayscale/
Color (Simplex)

Fi-7160

MULTIFUNCTIONS
& PRINTERS

BIG
SALE!

BIG
SALE!

BIG
SALE!

BIG
SALE!

B4600 PRINTER C331DN PRINTER

• 50/50ppm BW/Color
• 530 Sheets (T1-3)

• 27ppm
• 250 Sheets

• 55ppm
• 530 Sheets

• 25/23ppm BW/Color
• 250 Sheets

MB770+ MFP

B412DN............................BIG SALE!
B420DN............................BIG SALE!
B432DN............................BIG SALE!
B4600/N/NPS...................BIG SALE!
B512DN............................BIG SALE!
B721DN............................BIG SALE!
B731DN............................BIG SALE!

C331DN............................BIG SALE!
C531DN............................BIG SALE!
C610N/DN........................BIG SALE!
C711N/DN........................BIG SALE!
C831N..............................BIG SALE!
C831DN............................BIG SALE!
C9650N/DN......................BIG SALE!

MB472W..........................BIG SALE!
MB491+LP.......................BIG SALE!
MB492..............................BIG SALE!
MB562W...........................BIG SALE!
MB760+............................BIG SALE!
MB770+............................BIG SALE!
MB770F+..........................BIG SALE!
MB770FX+........................BIG SALE!

MC362W...........................BIG SALE!
MC562W...........................BIG SALE!
MC770+............................BIG SALE!
MC780+............................BIG SALE!
MC780F+..........................BIG SALE!
MC780FX+.......................BIG SALE!
MC873DN.........................BIG SALE!
MC873DNC......................BIG SALE!
MC873DNX......................BIG SALE!

MONOCHROME PRINTERS

MONOCHROME MFPS
COLOR MFPS

COLOR PRINTERS

DOT MATRIX 
PRINTERS

LABEL 
PRINTERS

POS 
PRINTERS

C911DN PRINTER

MFPs

ALL REBATES VALID WHILE SUPPLIES LAST!

MX-M266N
MX-M316N  
MX-M354N

MX-B402

MX-C250 FO-2081

MX-2616N
MX-3116N  

• Up to 35ppm

MX-C300P
MX-C300W  
MX-C301W
• 30 pages per
  minute

• 26ppm BW/Color 
  (2616N)
• 31ppm BW/Color 
  (3116N)

CALL FOR PRICING!

CALL FOR PRICING!

GREAT BUY

• 40 pages per minute
• 500-sheet paper
   drawers

• 33.6 Kbps Fax
• 23 pages per 
   minute

CALL FOR 
PRICING!

$150
REBATE

$899
AFTER REBATE

• 25/25 pages per 
  minute (BW/Color)

CALL FOR PRICING!

CALL FOR PRICING!

BLI
2015 PICK$35

• 23 pages per minute
• 128 MB Memory
• 1200 x 1200 dpi 
  Resolution
• 50,000 Pages 
  Duty Cycle

• Wireless Network
• 700-Page 
  Starter Cartridge 
  Included

P2500W

P3255DN  | MONO Printer | 35ppm | 128MB Memory........$70
M6550NW | MONO MFP     | 23ppm | 128MB Memory........$89
M6600NW | MONO MFP     | 23ppm | 256MB Memory.....$105

LASER PRINTERS

AUGUST / SEPTEMBER PROMO PRICE

FAX-2840
High Speed Laser Fax | 33.6Kbps Super G3....

FAX-4100e
High Speed Laser Fax | 33.6Kbps Super G3....

PPF-4750e
High Perf. Laser Fax | 33.6Kbps | Network......

MFC-8220
B&W Laser AIO | 21ppm | 32MB Memory.........

MFC-8510DN
B&W Laser Printer | 27ppm | Dplx | W-Ntwrk...

MFC-9330CDW
Color Digital MFC | 23ppm | Dplx | W-Ntwrk.....

MFC-J5720DW
Color InkJet AIO | 35/27ppm (BW/Color)..........

MFC-L2740DW
B&W AIO | 32ppm | Duplex | W-Network............

BIG SALE!

BIG SALE!

BIG SALE!

BIG SALE!

BIG SALE!
BIG SALE!
BIG SALE!
BIG SALE!

HL-L8250CDN
32PPM CLR PRINTER • DPLX • NTWRK..... BIG SALE!

BIG SALE!

BIG SALE!

MFC-L8600CDW
30PPM CLR MFP • DPLX • NTWRK...........

MFC-L8850CDW
32PPM CLR MFP • DPLX • W-NTWRK.......

Copiers, Faxes, MFPs, 
Printers, Scanners

FACTORY 
REFURB 
SALE!

MFC-7860DW
• 27ppm 
  (Copy/Print)
• 32MB 
  Memory $149

AUTHORIZED DISTRIBUTOR

INNOVATIVE •SMART •SIMPLE
**ALL REBATE PROMOS ARE VALID WHILE SUPPLIES LAST!**

ECOSYS P6021CDN
Color Printer with
Duplex and Network  

• 23ppm 
  BW/Color
• 250-Sheet 
  Tray
• 512MB
  Memory
• Hard
  Disk Drive
  (Option)

$359
AFTER

REBATE

$170
Rebate

P2035D.......................$149
P2135D.......................$225

ECOSYS P2135DN
B&W Printer with
Duplex and Network 

• 37ppm
• 250-Sheet 
  Tray

$189
FS-1320DBEST BUY

$249
SALE!

FS-6525MFP / 6530MFP
B&W Copy, Print, Scan 
with Network, Duplex, 
Fax (Option) 

• 25ppm (FS-6525MFP)
• 30ppm (FS-6530MFP)
• Standard RADF
• Up to 1,600 Sheets
• 33.6 Kbps Fax 
  (Option)

6525MFP
$500
Rebate

6530MFP
$550
Rebate

SAVE ON

PACKAGE
DEALS!

M3040IDN / M3540IDN 
M3550IDN / M3560IDN

B&W Copy, Print, Color Scan, 
Fax (M3540/3550/3560idn 
only) with Network, Duplex 

• 42ppm (M3040/3540idn)
• 52ppm (M3550idn)
• 62ppm (M3560idn)
• 33.6 Kbps Fax 
  (M3540/3550/3560idn)

Up to
$500
Rebate

Image 
Shown: 

M3540idn

62
ppm

Up to

AirPrint

7” LED
Touch
Panel

M2035DN / M2535DN
B&W Copy, Print, Scan with Network, 
Fax (M2535DN only) 

• 37ppm
• Standard Duplex
• 250-Sheet Capacity
• Standard Print, Copy, 
  and Color scan
• 33.6 Kbps Fax 
  (M2535DN)

$70
Rebate

ECOSYS M6530CDN
Color Copy, Print, Scan, with 
Duplex & Network  

• 32ppm 
  BW/Color
• 250-Sheet 
  Tray
• 50-Sheet MPT
• 75-Sheet RADF
• Wireless 
  Printing Cable

$300
Rebate

CALL FOR

BEST
PRICING!

CS-3010i/3510i
B&W Copy, Print, Scan, Fax 
(Option) with Printer Network

• 30ppm (3010i)
• 35ppm (3510i)
• Dual 500 Sheets
• 33.6 Kbps Fax 
  (Option)

FREE!
DP-770B

$400
Rebate

SAVE ON

PACKAGE
DEALS!

CS-2551ci/2552ci
Color Copy, Print, Scan with 
Duplex, Fax (Option), Network

• 25ppm BW/Clr
• 150-Sheet MPT
• Dual 500 Sheets
• 33.6 Kbps Fax
  (Option)

SAVE ON

PACKAGE
DEALS!

CS-306ci
Color Copy, Print, Scan with 
Fax/Network (Option) 

• 32ppm BW/Color
• 600-Sheet Cap.
• 75-Sheet
  Doc. Processor
• 33.6 Kbps 
  Fax 
  (Option)

$500
Rebate

FS-C8520MFP
Color Copy, Print, Scan with 
Fax/Network (Option) 

• 20ppm BW/Color
• Up to 1,600 Sheets
• 33.6 Kbps 
  Fax 
  (Option)

$2000
Rebate

SAVE ON

PACKAGE
DEALS!

FS-C8525MFP
Color Copy, Print, Scan with 
Fax/Network (Option) 

• 25ppm BW/Color
• Up to 1,600 Sheets
• 33.6 Kbps 
  Fax 
  (Option)

$1400
Rebate

SAVE ON

PACKAGE
DEALS!

ECOSYS M6035CIDN
Color Copy, Print, Scan, with 
Duplex & Network  

• 37ppm 
  BW/Color
• 250-Sheet 
  Tray
• 100-Sheet 
  MPT
• 1GB
  Memory

$300
Rebate

CALL FOR

BEST
PRICING!

ECOSYS M6535CIDN
Color Copy, Print, Scan, with 
Duplex & Network  

• 37ppm 
  BW/Color
• 250-Sheet 
  Tray
• 100-Sheet 
  MPT
• 1GB Memory
• 33.6 Kbps
  Fax

$300
Rebate

CALL FOR

BEST
PRICING!

Image 
Shown: 

CS-3510i

CS-2552ci
$550
Rebate

CS-2551ci
$900
Rebate

CALL FOR

SPECIAL
PRICING!
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BIG SALE!
FAXES PRINTERS MFPs PANABOARDS

ALL REBATE 
PROMOS ARE 
VALID WHILE 

SUPPLIES LAST!

• 24ppm B&W 

• 50” Diagonal 
  (UB-5335)
• 62.1” Diagonal 
  (UB-5835)
• CIS (Contact 
  Image Sensor
• USB. 2.0 PC 
  Interface
• Stand (Option)

GENERAL SPECIFICATIONS

• 62.1” Diagonal
• 4-Panel
   Electronic 
   Board
• USB 1.1, 2.0,
   PC Interface
• 256MB Memory 
   or More 
   (Windows XP)

GENERAL SPECIFICATIONS

• 77” Diagonal 
  (UB-T880)
• 82” Diagonal 
  (UB-T880W)
• 46.26”H x 63.07”W
  (UB-T880)
• 46.26”H x 72.64”W
  (UB-T880W)

GENERAL SPECIFICATIONS

• 63” Diagonal 
  (UB-5338C)
• 76” Diagonal 
  (UB-5838C)
• 1.8” Color LCD
• USB 2.0 Full
  Speed
• SD Memory Card

GENERAL SPECIFICATIONS

UB-5335 / 5835 UB-7325 UB-T880 / T880W UB-5338C / 5838C
2-Panel Electronic White

Boards with Integrated Printer
Interactive Electronic White

Board with Integrated Printer
Interactive Elite Electronic

White Boards
2-Panel Electronic

Color White Boards

GENERAL SPECIFICATIONS GENERAL SPECIFICATIONS GENERAL SPECIFICATIONS GENERAL SPECIFICATIONSGENERAL SPECIFICATIONS
• 33.6Kbps Fax 
• 4MB Memory 

• 33.6Kbps Fax 
• 8MB Memory 

• 33.6Kbps Fax 
• 3MB Memory 

• 33.6Kbps Fax 
• 3MB Memory 

• PC Fax, Network Print/Clr Scan
• 33.6Kbps Fax 

• 24ppm B&W 
• 250 Sheets

• 6.5ppm B&W 
• 250 Sheets

• 19ppm B&W 
• 550 Sheets

• 19ppm B&W 
• 550 Sheets

UF-4500 UF-6200 UF-7200 UF-8200UF-5500
Laser Fax w/ PC Print, 

Color Scan
Laser Fax w/ Print, Scan, 

Internet Fax, Email
Multifunction Business Fax 

w/ Network Print
Multifunction Business Fax 

w/ Network Print
Laser Fax w/ PC Print, 

Color Scan

$309
AFTER REBATE

$10
REBATE

$30
REBATE

$50
REBATE

$10
REBATE

$419
AFTER REBATE

$20
REBATE

$625
AFTER REBATE

• 21ppm B&W/Color
• 250-Sheets/50-Sheet ADF
• Network Scan/to-Email 
• 33.6Kbps Fax Modem
• Duplex Unit (MC210D/
  MC210S1)
• 2nd 520-Sheet Tray 
  (MC210S1)

FREE DUPLEX 
WITH 40GB HDD

• 35ppm B&W 
• 520-Sheet Tray
• 50-Sheet RADF
• Hi Speed
  USB 2.0 Interface
• Network Scan/
  to-Email 
• 33.6Kbps 
  Fax 
  Modem

GENERAL SPECIFICATIONS GENERAL SPECIFICATIONS

• 18ppm BW/Color
• 1200 x 1200 dpi Res.  
• 530-Sheet Cap.
• 128MB Memory
• Ethernet / USB 2.0
• Auto Interface
  Switching

GENERAL SPECIFICATIONS

BLOWOUT 
SALE!

DP-MB350 DP-MC210P / D / S1 KX-CL400
B&W Duplex Multifunction Copier, Printer,
Color Scanner, Fax Machine w/ Network

Desktop Color Copiers, Printers,
Color Scanners, Fax Machines w/ Network

Digital Color Laser Printer
with Network, One-Pass Print Technology

$359$555
MC210P

$665
MC210D

$799
MC210S1

$535

**BLOWOUT SALE SPECIAL FOR ALL PANABOARDS**

INSTANT REBATE SALE!
ALL INSTANT REBATE PROMOS ARE VALID THROUGH SEPTEMBER 30, 2016 TO CANON PREMIER PARTNERS OR WHILE SUPPLIES LAST!

• 14/14ppm 
   (BW/Color)
• 33.6 Kbps Fax
   Modem Speed
  (MF628CW only)

• Up to 35ppm 
• 250 Shts, 50-Sht MPT
• 33.6 Kbps Fax 
  Super G3
• PS (MF416DW)

• 21/21ppm 
   (BW/Color)

MF624CW / MF628CW
Color Digital Copy/Print/
Fax/Scan MFPs 
w/ W-Ntwrk

MF414DW / MF416DW
Digital Copy/Print/
Fax/Scan MFPs w/ 
Duplex & W-Ntwrk

MF726CDW / 729CDW
Color Digital Copy/Print/
Fax/Scan MFPs w/ 
Duplex & W-Ntwrk

LBP351DN / 352DN
B&W Laser Duplex Printers
w/ Network

LBP251DW / 253DW
B&W Laser Duplex Printers
w/ W-Network

• 21/10ppm 
  Color/B&W 
  (LBP7660CDN)
• 33/33ppm 
  Color/B&W 
  (LBP7780CDN)

LBP7660CDN / 7780CDN
Color Laser Duplex Printers 
with Network

• 42ppm
• 500-Sheets
   + 100-Sheet 
   MPT
• 768MB 
   Memory
• USB 2.0 
   Hi-Speed, 
   Ethernet

LBP6780DN
B&W Laser Printer with Duplex 
and Network

$325
REBATE

• 30ppm
   (LBP251DW)
• 35ppm
   (LBP253DW)
• 64MB Memory

• 58ppm
   (LBP351DN)
• 65ppm
   (LBP352DN)
• 1GB Memory

$275
REBATE
7780CDN

$200
REBATE
7660CDN

MF820CDN can 
only be sold to 3P 

Authorized Dealers!

MF515DW can 
only be sold to 3P 

Authorized Dealers!

Image 
Shown:

LBP7780CDN

Image 
Shown:

LBP253DW

Image 
Shown:

LBP6780DN

$175
 REBATE
MF726CDW

$215
REBATE

MF729CDW

$90
REBATE
MF216N

$140
REBATE
MF229DW

$75
 DISCOUNT
MF227DW

$50
 DISCOUNT
MF624CW

$60
DISCOUNT
MF628CW

$115
REBATE
MF416DW

Image 
Shown:

MF729CDW

Image 
Shown:

MF628CW

Image Shown: MF229DW

MF729CDW can 
only be sold to 3P

Authorized Dealers!

$425
REBATE

352DN

$350
REBATE

351DN

Both models 
can only 
be sold 
to 3P

Authorized 
Dealers!

LBP253DW 
can only 
be sold 
to 3P

Authorized 
Dealers!

$125
REBATE

253DW

MF216N / 227DW/ 229DW
Digital Copy/Print/  
Fax/Scan MFPs w/ 
Duplex & W-Ntwrk

• 24ppm (MF216N) 
• 28ppm 
  (MF227DW,
  MF229DW)

• 35 pages per minute (MF419DW)
• 42 pages per minute (MF515DW)
• 500 Sheets + 100-Sheet 
  Multipurpose Tray
• Duplex Versatility 
• 1GB Memory (Print)

• Up to 35 pages per minute 
• 256MB Memory
• 500 Sheets 
  + 50-Sheet MPT
• Duplex Versatility
• 33.6 Kbps 
  Fax Super 
  G3 (D1550)

• 26 pages per minute Color/BW 
  (MF810Cdn)
• 36 pages per minute Color/BW 
  (MF820Cdn)
• 550 Sheets + 1-Sheet 
  Multipurpose Tray
• Duplex Versatility

MF419DW / MF515DW
Digital Copier/Printer/
Fax/Scanner MFPs 
with Duplex & W-Network

D1520 / D1550
Digital Copier/Printer/ 
Fax/Scanner MFPs 
with Duplex & Network

MF810CDN / MF820CDN
Color Digital Copier/
Printer/Fax/Scanner MFPs 
with Duplex & Network

$200
REBATE
810CDN

$375
REBATE
820CDN

$150
REBATE
MF419DW

$250
REBATE
MF515DW

$115
DISCOUNT

D1520

$200
REBATE

D1550
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BIG SALE!
FAXES PRINTERS MFPs PANABOARDS

ALL REBATE 
PROMOS ARE 
VALID WHILE 

SUPPLIES LAST!

• 24ppm B&W 

• 50” Diagonal 
  (UB-5335)
• 62.1” Diagonal 
  (UB-5835)
• CIS (Contact 
  Image Sensor
• USB. 2.0 PC 
  Interface
• Stand (Option)

GENERAL SPECIFICATIONS

• 62.1” Diagonal
• 4-Panel
   Electronic 
   Board
• USB 1.1, 2.0,
   PC Interface
• 256MB Memory 
   or More 
   (Windows XP)

GENERAL SPECIFICATIONS

• 77” Diagonal 
  (UB-T880)
• 82” Diagonal 
  (UB-T880W)
• 46.26”H x 63.07”W
  (UB-T880)
• 46.26”H x 72.64”W
  (UB-T880W)

GENERAL SPECIFICATIONS

• 63” Diagonal 
  (UB-5338C)
• 76” Diagonal 
  (UB-5838C)
• 1.8” Color LCD
• USB 2.0 Full
  Speed
• SD Memory Card

GENERAL SPECIFICATIONS

UB-5335 / 5835 UB-7325 UB-T880 / T880W UB-5338C / 5838C
2-Panel Electronic White

Boards with Integrated Printer
Interactive Electronic White

Board with Integrated Printer
Interactive Elite Electronic

White Boards
2-Panel Electronic

Color White Boards

GENERAL SPECIFICATIONS GENERAL SPECIFICATIONS GENERAL SPECIFICATIONS GENERAL SPECIFICATIONSGENERAL SPECIFICATIONS
• 33.6Kbps Fax 
• 4MB Memory 

• 33.6Kbps Fax 
• 8MB Memory 

• 33.6Kbps Fax 
• 3MB Memory 

• 33.6Kbps Fax 
• 3MB Memory 

• PC Fax, Network Print/Clr Scan
• 33.6Kbps Fax 

• 24ppm B&W 
• 250 Sheets

• 6.5ppm B&W 
• 250 Sheets

• 19ppm B&W 
• 550 Sheets

• 19ppm B&W 
• 550 Sheets

UF-4500 UF-6200 UF-7200 UF-8200UF-5500
Laser Fax w/ PC Print, 

Color Scan
Laser Fax w/ Print, Scan, 

Internet Fax, Email
Multifunction Business Fax 

w/ Network Print
Multifunction Business Fax 

w/ Network Print
Laser Fax w/ PC Print, 

Color Scan

$309
AFTER REBATE

$10
REBATE

$30
REBATE

$50
REBATE

$10
REBATE

$419
AFTER REBATE

$20
REBATE

$625
AFTER REBATE

• 21ppm B&W/Color
• 250-Sheets/50-Sheet ADF
• Network Scan/to-Email 
• 33.6Kbps Fax Modem
• Duplex Unit (MC210D/
  MC210S1)
• 2nd 520-Sheet Tray 
  (MC210S1)

FREE DUPLEX 
WITH 40GB HDD

• 35ppm B&W 
• 520-Sheet Tray
• 50-Sheet RADF
• Hi Speed
  USB 2.0 Interface
• Network Scan/
  to-Email 
• 33.6Kbps 
  Fax 
  Modem

GENERAL SPECIFICATIONS GENERAL SPECIFICATIONS

• 18ppm BW/Color
• 1200 x 1200 dpi Res.  
• 530-Sheet Cap.
• 128MB Memory
• Ethernet / USB 2.0
• Auto Interface
  Switching

GENERAL SPECIFICATIONS

BLOWOUT 
SALE!

DP-MB350 DP-MC210P / D / S1 KX-CL400
B&W Duplex Multifunction Copier, Printer,
Color Scanner, Fax Machine w/ Network

Desktop Color Copiers, Printers,
Color Scanners, Fax Machines w/ Network

Digital Color Laser Printer
with Network, One-Pass Print Technology

$359$555
MC210P

$665
MC210D

$799
MC210S1

$535

**BLOWOUT SALE SPECIAL FOR ALL PANABOARDS**

INSTANT REBATE SALE!
ALL INSTANT REBATE PROMOS ARE VALID THROUGH SEPTEMBER 30, 2016 TO CANON PREMIER PARTNERS OR WHILE SUPPLIES LAST!

• 14/14ppm 
   (BW/Color)
• 33.6 Kbps Fax
   Modem Speed
  (MF628CW only)

• Up to 35ppm 
• 250 Shts, 50-Sht MPT
• 33.6 Kbps Fax 
  Super G3
• PS (MF416DW)

• 21/21ppm 
   (BW/Color)

MF624CW / MF628CW
Color Digital Copy/Print/
Fax/Scan MFPs 
w/ W-Ntwrk

MF414DW / MF416DW
Digital Copy/Print/
Fax/Scan MFPs w/ 
Duplex & W-Ntwrk

MF726CDW / 729CDW
Color Digital Copy/Print/
Fax/Scan MFPs w/ 
Duplex & W-Ntwrk

LBP351DN / 352DN
B&W Laser Duplex Printers
w/ Network

LBP251DW / 253DW
B&W Laser Duplex Printers
w/ W-Network

• 21/10ppm 
  Color/B&W 
  (LBP7660CDN)
• 33/33ppm 
  Color/B&W 
  (LBP7780CDN)

LBP7660CDN / 7780CDN
Color Laser Duplex Printers 
with Network

• 42ppm
• 500-Sheets
   + 100-Sheet 
   MPT
• 768MB 
   Memory
• USB 2.0 
   Hi-Speed, 
   Ethernet

LBP6780DN
B&W Laser Printer with Duplex 
and Network

$325
REBATE

• 30ppm
   (LBP251DW)
• 35ppm
   (LBP253DW)
• 64MB Memory

• 58ppm
   (LBP351DN)
• 65ppm
   (LBP352DN)
• 1GB Memory

$275
REBATE
7780CDN

$200
REBATE
7660CDN

MF820CDN can 
only be sold to 3P 

Authorized Dealers!

MF515DW can 
only be sold to 3P 

Authorized Dealers!

Image 
Shown:

LBP7780CDN

Image 
Shown:

LBP253DW

Image 
Shown:

LBP6780DN

$175
 REBATE
MF726CDW

$215
REBATE

MF729CDW

$90
REBATE
MF216N

$140
REBATE
MF229DW

$75
 DISCOUNT
MF227DW

$50
 DISCOUNT
MF624CW

$60
DISCOUNT
MF628CW

$115
REBATE
MF416DW

Image 
Shown:

MF729CDW

Image 
Shown:

MF628CW

Image Shown: MF229DW

MF729CDW can 
only be sold to 3P

Authorized Dealers!

$425
REBATE

352DN

$350
REBATE

351DN

Both models 
can only 
be sold 
to 3P

Authorized 
Dealers!

LBP253DW 
can only 
be sold 
to 3P

Authorized 
Dealers!

$125
REBATE

253DW

MF216N / 227DW/ 229DW
Digital Copy/Print/  
Fax/Scan MFPs w/ 
Duplex & W-Ntwrk

• 24ppm (MF216N) 
• 28ppm 
  (MF227DW,
  MF229DW)

• 35 pages per minute (MF419DW)
• 42 pages per minute (MF515DW)
• 500 Sheets + 100-Sheet 
  Multipurpose Tray
• Duplex Versatility 
• 1GB Memory (Print)

• Up to 35 pages per minute 
• 256MB Memory
• 500 Sheets 
  + 50-Sheet MPT
• Duplex Versatility
• 33.6 Kbps 
  Fax Super 
  G3 (D1550)

• 26 pages per minute Color/BW 
  (MF810Cdn)
• 36 pages per minute Color/BW 
  (MF820Cdn)
• 550 Sheets + 1-Sheet 
  Multipurpose Tray
• Duplex Versatility

MF419DW / MF515DW
Digital Copier/Printer/
Fax/Scanner MFPs 
with Duplex & W-Network

D1520 / D1550
Digital Copier/Printer/ 
Fax/Scanner MFPs 
with Duplex & Network

MF810CDN / MF820CDN
Color Digital Copier/
Printer/Fax/Scanner MFPs 
with Duplex & Network

$200
REBATE
810CDN

$375
REBATE
820CDN

$150
REBATE
MF419DW

$250
REBATE
MF515DW

$115
DISCOUNT

D1520

$200
REBATE

D1550
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T E L :  8 0 0 - 7 2 9 - 8 3 2 0
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Your Prime Source
Copiers  •  Printers  •  MFPs  •  Faxes  •  Scanners

Targeted 
Sales 

Opportunities

Award-winning 
Samsung A3 
& A4 MFPs

Structured
Marketing 
Support

Quarterly
Performance

Rebates

Sales 
SPIFF

Program

Special BID
Pricing 
Support

Quarterly 
POS

Program

Authorized Printer Partners Program
CALL US TODAY AND JOIN TO GROW YOUR BUSINESS!

PROGRAM ADVANTAGES

SCX-5935NX 
35ppm B&W MFP

$305
REBATE

SL-M4580FX
47ppm B&W MFP

SL-M5370LX
55ppm B&W MFP

SL-M4080FX
42ppm B&W MFP

BIG
SALE!

CLX-8650ND
51ppm Color MFP

CLX-8640ND
40ppm Color MFP

SL-K3300NR
30ppm B&W MFP

NEW
INTRO

CLX-9201NA
20ppm Color MFP

CLX-9251NA
25ppm Color MFP

SL-X3280NR
28ppm Color MFP

NEW
INTRO

$30
DEALER SPIFF

$2111
REBATE

$135
DEALER SPIFF

$2453
REBATE

$150
DEALER SPIFF

$200
REBATE

$75
DEALER SPIFF

$300
REBATE

$110
DEALER SPIFF

$500
REBATE

$150
DEALER SPIFF

$200
REBATE

$75
DEALER SPIFF
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$305
REBATE

SL-M4580FX
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SL-M4080FX
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SALE!

CLX-8650ND
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4505AC/5005AC
Color Copy, Print, Scan, Fax (Option)

• 45/45ppm (Color/B&W) (4505AC)
• 50/50ppm (Color/B&W) (5005AC)
• 100-Sheet RADF (Option)
  or 300-Sheet 
  DSDF 
  (Option)

3508A/4508A/5008A
B&W Copy, Print, Scan, Fax (Option)

• 35 pages per minute (3508A)
• 45 pages per minute (4508A)
• 50 pages per minute (5008A)
• Standard 1,200-Sheet 
  Paper Capacity
• Automatic Duplex
• 100-Sheet RADF (Option)
  or 300-Sheet DSDF (Option)

2008A/2508A/3008A
B&W Copy, Print, Scan, Fax (Option)

• 20 pages per minute (2008A)
• 25 pages per minute (2508A)
• 30 pages per minute (3008A)
• Standard 1,200-Sheet 
  Paper Capacity
• Automatic Duplex
• 100-Sheet RADF (Option)
  or 300-Sheet DSDF (Option)

2505AC/3005AC/3505AC
Color Copy, Print, Scan, Fax (Option)

• 25/25ppm (Color/B&W) (2505AC)
• 30/30ppm (Color/B&W) (3005AC)
• 35/35ppm (Color/B&W) (3505AC)
• 100-Sheet RADF (Option)
  or 300-Sheet DSDF 
  (Option)

2000AC/2500AC
Color Copy, Print, Scan, Fax (Option)

• 20/20ppm (Color/B&W) (2000AC)
• 25/25ppm (Color/B&W) (2500AC)
• 250-Sheet Paper Drawer
• Automatic Duplex
• 100-Sheet RADF 
  (Option)

CALL FOR
SPECIAL 
PRICING

BRAND NEW
MODEL!

CALL FOR
SPECIAL 
PRICING

BRAND NEW
MODEL!

CALL FOR
SPECIAL 
PRICING

BRAND NEW
MODEL!

CALL FOR
SPECIAL 
PRICING

BRAND NEW
MODEL!

CALL FOR
SPECIAL 
PRICING

BRAND NEW
MODEL!

INTRO SPECIAL B&W and COLOR MFPS

PACKAGE 1: All Models + RADF + Stand + Toner + Developer
PACKAGE 2: All Models + DSDF + Stand + Toner + Developer

PACKAGE 1&2: All Models + RADF or DSDF 
+ Stand + Toners (CMYK)

PACKAGE 1&2: All Models + RADF or DSDF 
+ Stand + Toners (CMYK)

PACKAGE 1: All Models + RADF + Stand + Toner + Developer
PACKAGE 2: All Models + DSDF + Stand + Toner + Developer

All Models + RADF + Stand 
+ Toners (CMYK)
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Probably no segment of the 
office technology industry 
has undergone as much 

upheaval in the past 10 years as 
the domestic third-party supply 
business. At one point there were 
over 1000 companies of every 
size and representing every state 
in the country. Margins were 
huge and the industry supported 
several tradeshows that attracted 
thousands of attendees. 

Over the years, greater tech-
nological challenges such as 
color and chips, competition 
from low-cost overseas suppli-
ers, IP considerations, and OEM 
strategies to regain market share 
have all contributed to a more 
mature market and led to great-
er consolidation. Many of the 
smaller manufacturers converted 
into dealers. However, despite all 
of these disruptions and the talk 
of the downward trend in print, 
American third-party toner has 
stubbornly endured. 

We spoke to several U.S.-
based third-party imaging sup-
plies companies who have been 
leaders in the industry for de-
cades. We wanted to learn more 
about the challenges they face, 
how they are finding success and 
what they have planned for the 
future. One thing is certain: their 
business strategies today are very 
different from what they were 
five years ago. 

Overcoming Challenges 
with Innovation and 
Solutions

Clover Imaging Group (CIG) 
sprang from the giant Clover 
Technologies Group. It is a glob-
al billion-dollar business that 
services all facets of the imaging 
industry from manufacturing to 
collections, services, and parts. 
Over the last several years Clo-

ver has been very busy acquiring 
companies and expanding their 
portfolio of products and ser-
vices.

Luke 
Goldberg, 
CIG’s se-
nior VP of 
sales and 
marketing, 
cited sever-
al challeng-
es that the 
company 

faces today, including the influx 
of what he called the “low-cost/
low-quality” compatibles that 
continue to cause price compres-
sion in global markets. Goldberg 
refers to the heavily commod-
itized, price-based market in 
which these products usually 
circulate as the “red ocean.”

“Combating this for us is 
about not competing for the 
blood-red ocean for the small 
business we already have,” he 
explained. “Clearly, these prod-
ucts do not traditionally compete 
for the high-value OEM cus-
tomers, and if they did then they 
would have more than the paltry 
share they have.” 

For CIG and Goldberg, the 
key to capturing the quali-
ty-minded share is educating 
dealers and providing the prod-
ucts, services, and solutions that 
allow them to compete globally 
on value and quality. 

“As evidenced by the OEMs’ 
more than 80 percent share, the 
quality segment is much larger and 
shows a sustainable path forward 
versus more of price-only compe-
tition, which can only lead to low 
quality/low value and an inability 
to keep customers,” he said. 

Another challenge cited by 
Goldberg is the OEM strategy 

of offering low-priced white box 
programs. Due to market pres-
sures, OEMs are understandably 
targeting third-party business 
and Goldberg said that CIG has 
developed some innovative pro-
grams to compete. 

“Our response to that was our 
GreenSweep program [a rebate 
program for OEM conversion] 
and our ongoing endeavor to 
continually innovate and add 
value to our dealer services via 
new products, programs, and 
solutions such as cost-per-seat 
billing,” he said. 

Cost-per-seat billing is a 
radical departure from the cost-
per-page pricing strategy that 
has underpinned the industry for 
decades. Proponents of cost-per-
seat argue that it will de-com-
moditize MPS by providing the 
mystery that allows for layers 
of cost. Goldberg expects their 
cost-per-seat billing program to 
revolutionize the industry. 

“Anytime you can offer a 
driver of change like this, turn-
ing a 35-year-old commoditized 
model on its ear, you know you 
are leading the industry for-
ward,” he said. 

Another area of significant 
growth for CIG is the offering of 
computer and server parts, which 
provide access to the managed IT 
world as part of the convergence 
of the print and IT channel.

“This year we earned Hewlett 
Packard Enterprise Replacement 
Parts – Partner of the Year, and 
we are able to offer everything 
from parts to servers to laptops in 
this lineup,” added Goldberg. 

Goldberg has long evange-
lized for the enduring viability of 
print and he insists that prevail-
ing attitudes are too pessimistic. 
He maintains that too many 

Supply Side Economics: Third-Party 
Supplies Still Strong in the USA

News BriefingState of the IndustryTodd Turner

Luke Goldberg, CIG

continued on page 18
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dealers are so services-focused that they 
forget that print still represents a great 
opportunity. He cited studies from In-
foTrends that indicate office printers in 
the U.S. will produce nearly one trillion 
prints this year, 600 billion of which will 
be printed on 30 million installed A4 
devices.

“Services are critical to adding value 
to print, but we should not forget the 
print opportunity,” he cautioned. “Let’s 
not forget that OEM consumables pro-
duce nearly 80 percent of these prints, 
which is why programs like GreenSweep 
are so critical. We need to empower 
dealers to take advantage of these mega-
trends via OEM alternative products and 
value-add solutions.”

In 2013, Turbon 
AG, the world’s 
largest publicly 
held remanufac-
turer and collector 
of laser toner car-
tridges, purchased 
Southern Califor-
nia-based Interna-
tional Laser Group, 

Inc. (ILG), one of the larger US-based 
toner remanufacturers. ILG continues to 
serve the dealer community and operates 
independently from its California head-
quarters. 

ILG’s General Manager, Jim O’Con-
nor, believes that the challenges faced by 
ILG are no different than any other com-
pany in the imaging supply space. He 
pointed to greater dealer consolidation 
and the increasing digital substitution for 
printing as two widely known examples. 
However, he sees the more common 
market challenges as a good opportunity 
to present the value of their products. 

“As businesses continue to be pres-
sured from a cost standpoint, our re-
manufactured toners offer a solution in 
reducing business costs,” he said. “Toner 
is one of the higher cost consumable pur-
chases in the typical office today, and we 
provide our dealers a high quality alter-
native to the OEM. We are doing a better 
job at helping our dealers get in front of 
the customer, and provide a solution to 
their cost challenge.”

O’Connor is impressed by the bold 
dealers who are moving beyond tradi-

tional hardware and service. He sees the 
expanding solutions-based model as a 
good opportunity to build relationships 
and capture more market share.  

“Dealers who are aggressive and sell-
ing solutions are getting larger, and are 
winning in the market,” he said. “They 
are expanding into new territories, and 
expanding their customer base. ILG is 
focused on partnering with these dealers 
and working closely to help them win.” 

Continues O’Connor, “ILG is do-
ing well, and we are finding success in 
helping dealers win in the market place. 
Recognizing that we are only as good as 
our dealer partners, our team is focused 
on developing market-winning strategies. 
Our offering includes appointment set-
ting, MPS solutions, distribution lever-
age, and a high-quality product with a 
lifetime guarantee.”

Finally, O’Connor cited ILG’s abil-
ity to leverage their parent company’s 
worldwide distribution and manufac-
turing expertise to provide their dealers 
with additional opportunities.  

“We are assisting our dealers to com-
pete in market segments where they pre-
viously might not have been successful,” 
he said. “Essentially, when our custom-
ers win, ILG wins, and we are finding 
success in helping our dealers win.”

For almost 
40 years, Katun 
has been one of 
the world’s lead-
ing providers of 
OEM-compatible 
imaging supplies, 
photoreceptors, 
parts for copiers, 
printers, MFPs and 

other imaging equipment.  
Katun’s General Manager of North 

America Business Unit, Steve McBride, 
sees market consolidations and acquisi-
tions as well as the scarcity of new deal-
ers entering the channel as the biggest 
challenges. However, despite these chal-
lenges, McBride said that Katun’s dealer 
channel business is growing.  

“Success is being found with dealers 
needing to maximize their profit oppor-
tunities, particularly within their color 
portfolio for both copier and printer,” he 
said. “We continue to work with some 

of the OEMs, acquiring dealers to max-
imize our business and bringing more 
solutions and services to service the ex-
isting dealer base.”

McBride added that they are bringing 
products to market quicker and strength-
ening their partnership with different 
solutions providers, in particular the 
MPS space and their KDFM portfolio. 
They are also continuing to offer prod-
ucts outside of their core offering, such 
as Innovolt power protection that enables 
dealers to maximize their profitability.

Phoenix-based 
LMI has been a 
major manufac-
turer of aftermar-
ket consumables 
since 1992. They 
have also been 
one of the more 
innovative and 
forward-thinking 
companies when it 

comes to value-adds and diversification. 
Chief Innovation Officer, Doug Johnson, 
said that one of their primary challeng-
es today – an enviable one – is finding 
additional talent as they scale up their 
business. 

“We have needs across most func-
tions,” he said. “From sales to opera-
tions, and we are broadly networking to 
secure more talent.” 

Johnson said that most of their in-
vestment today is focused on the talent 
and strategies to grow their MPS solu-
tion portfolio.  LMI was one of the first 
third-party manufacturers to offer MPS 
programs and support and Johnson stated 
that they are continually updating their 
offerings to keep pace with the evolving 
market. That includes plans to be more 
involved in Business Process Optimiza-
tion (BPO) and workflow. 

“From a market perspective, we see 
many resellers who are now refreshing 
their approach to MPS,” said Johnson. 
“We are therefore re-engaging in core 
MPS business model discussions to help 
these partners re-imagine their MPS sales 
and operational processes and workflows 
for the next generation of MPS solutions. 
We have added significant talent at all 
levels of the organization, are investing 
in a broader range of products, services, 

Jim O’Connor, ILG

Steve McBride, Katun

Doug Johnson, LMI

continued on page 20
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solutions, and even software to ensure 
we are the long term, one-stop shop for 
all things MPS for our reseller partners.”

Ultimately, LMI’s goals are to pro-
vide all the products and solutions that 
help dealers be successful and grow 
their business. Johnson said that they 
are already reaping the benefits of this 
approach.

“The diversification of our solution 
and product portfolio has enabled further 
share of wallet gains within our existing 
customer base and opened up opportuni-
ties with new customers,” he explained.  
“We continue to find our primary success 
is with resellers who have invested in 
and are growing their MPS model. Our 
portfolio is focused on MPS, and we see 
continued growth and success in this 
market segment.”

Static Control, 
the North Caroli-
na-based distributor 
and manufacturer 
of aftermarket 
components and 
materials, has been 
a global leader 
for almost three 
decades. In fact, 
there’s probably 

not a manufacturer of third-party sup-
plies in the world who doesn’t purchase 
some type of item from Static Control. 
For Bryan Bonacum, Vice President of 
North American Sales, keeping pace 
with changes in the market is always the 
biggest challenge, but he said that’s what 
Static Control is all about. 

“Our ability to keep up with the 
OEMs’ technological advancements is 
unmatched,” he stated. “OEMs are using 
new technologies all the time, whether 
it’s in their toner formulations, OPC 
gearing, cleaning methods, chip designs, 
or sealing technology. Every one of these 
changes introduces a new challenge.” 

Added Bonacum, “This is why we 
continue to invest in the people and 
equipment necessary to design and man-
ufacture quality replacement products 
and cartridges for our customers. Our 
R&D and intellectual property invest-
ment is what sets us apart and allows us 
to continue to address the many chal-
lenges our customers face.”

Working Towards a More 
Solutions-based Future

Interestingly, there wasn’t a hint of 
pessimism from any of the companies we 
spoke to. All of them seemed to welcome 
the challenges brought on by an increas-
ingly solutions-based industry, and all 
expressed optimism about the future. 

CIG is very bullish about the future. 
Goldberg believes that there are great, 
untapped opportunities in the IT/VAR 
channel. 

“There is no question as the print 
channel and IT channel converge that the 
IT channel will also look to get into the 
print channel as both a defensive and of-
fensive move,” he stated. “For CIG, this 
means further growth in our IT and server 
parts business, a greater need for services 
to address this new emergent channel, 
and growth in our cost-per-seat billing 
model, which will be more palatable to 
IT providers than the cost per page.”

CIG also expects to facilitate even 
stronger relationships with their OEM 
partners and to expand their global reach 
with them and in the independent chan-
nel. 

“As emerging markets undergo the 
same shift from commodity selling to 
solution selling, we will have a proven 
framework of successful implementa-
tion to draw on as we help facilitate this 
transformation,” said Goldberg.  

Finally, Goldberg said that CIG is cur-
rently researching the ability to harness 
the industry’s big data from the Internet 
of things in order to transition to a pre-
dictive model of doing business. 

“This is an area in which CIG endeav-
ors to lead — and is no different from 
when we changed a 30-year-old model 
for cost per page to cost per seat,” he 
said. “We will continue to invest our re-
sources, expertise, and time into this area 
to lead the industry forward.”

ILG’s O’Connor stated that despite 
the many challenges, the industry pres-
ents great opportunities for those who 
seek to create them. He believes in 
actively working with their dealers and 
providing the solutions that will help 
them achieve success.   

“Our strategy is to continually drive 
growth by helping our customers win,” 
he said. “The imaging supply industry 

is moving at a fast pace, and we have to 
provide products and services to help our 
dealers move faster. Simply stated, our 
greatest opportunity is working with our 
dealers to help grow their business.”  

Katun’s future endeavors will focus 
on helping develop their customers and 
ensuring that they have the most updated 
tools to succeed. 

“We feel like our biggest opportunity 
is working with our lower volume Katun 
customers, assisting them in increasing 
their profitability and lowering their 
service costs,” said McBride. “This 
includes providing them with an end-to-
end robust MPS model that allows them 
to stock less in their printer and copier 
supplies.”

For LMI, the future is in the ser-
vices-based model. Johnson believes that 
there is still a growth area in all markets 
globally, and even within existing con-
tracted end user accounts for value-add 
resellers. 

“Our greatest opportunity is not just 
to maximize this opportunity, but to also 
leverage the competencies we’ve devel-
oped in delivering services-based infra-
structure into adjacent markets beyond 
print that our resellers may engage in in 
the future,” stressed Johnson.

For a major distributor of components 
and materials like Static Control, R&D 
is essential. Bonacum said that he under-
stands that OEMs need to protect their 
investment with intellectual property and 
advancements in technology. 

“It is important to have a supplier who 
is able to come up with non-infringing 
solutions that work at an optimal level,” 
he said. “In order to succeed or add new 
business, it is vital to have a supplier 
who continually innovates. That’s where 
Static Control’s opportunity is – through 
innovation. Our deep commitment to 
R&D provides new solutions that can 
continue to help our customers succeed.”

Suffice it to say that third-party sup-
pliers have come a long way since the 
days of simple transactional sales of 
monochrome cartridges. Yes, the prod-
ucts are still fundamentally identifiable, 
but with so much innovation and diver-
sification being employed today, will we 
recognize these companies’ offerings in 
the future?  ♦

Bryan Bonacum, 
Static Control

Supply Side Economics: Third-Party Supplies Still Strong in the USA



Q2Products.com 
888-826-2576

Q2 + ILG =  
One Stop HP Toner Shop 
Q2 and International Laser Group have joined forces to 
provide you the perfect compatible toner product for every 
application.

•	OEM Alternative Toner
for the mainstream customer

•	Higher Yield Jumbo Toner
for the lower cost per print

•	 Import Toner
for the lowest cost per print

•	 IBM Brand Toner
for the brand sensitive customer

Q2 is	proud	to	be	the	official	BTA	distributor	of	ILG	toner	products.

Q2 offers over 500 different quality toners for use in HP.

Q2Products.com 
888-826-2576

Q2 + ILG =  
One Stop HP Toner Shop 
Q2 and International Laser Group have joined forces to 
provide you the perfect compatible toner product for every 
application.

•	OEM Alternative Toner
for the mainstream customer

•	Higher Yield Jumbo Toner
for the lower cost per print

•	 Import Toner
for the lowest cost per print

•	 IBM Brand Toner
for the brand sensitive customer

Q2 is	proud	to	be	the	official	BTA	distributor	of	ILG	toner	products.

Q2 offers over 500 different quality toners for use in HP.



•  www.enxmag.com | September 2016 We Saw It In ENX Magazine22

Expect More 

© 2015 OKI Data Americas, Inc. OKI, Reg. T.M. OKI Electric Industry Co., Ltd., Reg. T.M. OKI Data Corporation. 

Partner with the only manufacturer that delivers a full-line
of printing technologies & solutions - Call Today (856) 222-7083 

A full line of printing & MFP solutions to meet all of your customers' needs.

Ground-Breaking 
Technology 
Leadership

Outstanding color output on a wide-
range of media. 

Channel Loyalty

Other OEMs may look to sell directly to 
your end-users, not OKI.  

For over 40 years, we have been 
focused on our channel partners and 

keeping them profitable.

Smart MFP
Open API to embed solutions 

directly in the MFP. 

Comprehensive 
Sales & Marketing 

Support
Providing the necessary tools—
including eMail Marketing, TCO 

calculator, proposal generator—
to help you engage end-users & 

drive profitability. 

Product Line 
Recognition

 

24x7x365 
Customer Support
OKI is on your side 24 hours a day, 

every day, with a US-based 
customer service center.  We provide 
a dedicate BTA hot-line to keep your 

customers up & running.
2015

Grow Your Business & Profits with OKI Data

OPPORTUNIT Y

Earlier this year, Actionable 
Intelligence and ENX 
Magazine co-hosted a 

webinar entitled “The State of 
the Hardcopy Industry in 2016.” 
During this one-hour online 
event, which was held on June 
16, we explored current market 
conditions and product introduc-
tions. In this article I’d like to 
update our webcast and give you 
more details on some of the new 
equipment that’s been released 
this year.

According to data released 
in June by the market research 
firm IDC, the hardcopy periph-
erals industry, which is made up 
largely of office imaging device 
manufacturers, has experienced 
eight consecutive declining 
quarters. As I wrote this article, 
printer and copier companies 
were reporting their most recent 
financials results and by all in-
dications the industry’s slump 
continues. Most of the vendors 
that my company, Actionable 

Intelligence, follows reported 
that their business had declined 
in the quarter ending in June and 
there was no sign of recovery in 
the second half of the year.

Although some segments 
are doing well, as the IDC data 
suggests, it’s been awhile since 
the overall market has experi-
enced sustained robust growth. 
According to IDC, in the past 18 
quarters, the hardcopy peripheral 
industry saw only 3 quarters of 
growth. But flagging demand 
for digital hardcopy equipment 
goes back much further than 
just the past three years. About a 
decade ago, things began to cool 
in the market after years of hy-
per-growth. The Great Recession 
then accelerated market declines 
and with a few exceptions it’s 
been steadily downward ever 
since. The migration away from 
hardcopy continues as end users 
increasingly turn to managed 
print services, document-manage-
ment tools, and other solutions 

developed to reduce printing and 
the costs associated with it. 

Of course, folks familiar with 
the industry are well aware of 
what’s been going on since the 
recession, but it bears repeating 
given the onslaught of new hard-
ware that has rolled out this year. 
Since we launched our www.
Action-Intell.com website nearly 
six years ago, my company has 
followed new product introduc-
tions closely and never have we 
seen such an abundance of new 
hardware as we have in 2016. 
And we expect to see even more 
new machines hit the market as 
we move through the second part 
of the year.

U.S. Exceptionalism 
As hardware manufacturers 

grapple with weaker global 
market demand and struggling 
regional economies, many expect 
that the United States market 
will be among their strongest 
this year. Many may grumble 

Despite Weak Markets, There’s No 
Lack of New Hardware

News BriefingMarket IntelligenceCharles Brewer

*Products covered on www.action-intell.com; does not include production devices
continued on page 24
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over the lackluster expansion of the 
U.S. economy, but the unemployment 
rate has remained at or under 5% in the 
U.S. throughout 2016 and things look 
stable in the workplace. According to a 
Manpower Employment Outlook Sur-
vey, which polled some 11,000 U.S. 
employers, 94 percent of the respondents 
said they will either increase or maintain 
staffing levels during the third quarter of 
2016. 

Because employment numbers have 
a direct correlation with printing, all the 
stability in the U.S. market offer hard-
ware manufacturers a respite from the 
turmoil they must cope with in foreign 
markets. Once, the so-called BRIC coun-
tries—Brazil, Russia, India, and China—
were expected to provide vendors with 
healthy growth. The prospect of expan-
sion in 3 out of 4 of the BRICs dimmed, 
however, as the economies in Brazil 
and Russia plunged into recession and 
China’s red-hot economy cooled. Oppor-
tunities in Europe are similarly limited 
as the E.U. wrestles ongoing economic 
issues in member states such as Greece 
along with political issues like the United 
Kingdom’s decision to leave the Union.

It appears that product lifecycles and 
ongoing R&D investments have con-
verged in such a way that allows hard-
ware vendors to flood the U.S. market 
with new products this year in hope of 
some much needed growth. The last time 
we saw such a large number of ink and 
toner machines released for the home 
and office was back in 2012. But the 
number of new products this year is run-
ning about 30 percent higher than what 
we saw in 2012 despite desktop inkjet 
vendors such as Kodak, Lexmark, and 
Memjet exiting from the market.

A3 Avalanche
Traditional copier companies have 

had some of the largest product rollouts 
this year. Sharp got an early start on the 
New Year announcing on December 31, 
2015 that it would replace all of its color 
A3 color units in 2016. The company 
added new higher-end units in its Color 
Advance Series, while new machines in 
its Color Essential Series were released 

for more cost-conscious customers. In 
January, Sharp’s 30-ppm MX-3070, 35-
ppm MX-3570, and 40-ppm MX-4070N 
Color Advance models rolled out. In 
February, the Color Essential models 
were released including the 30-ppm 
MX-3050N, 35-ppm MX-3550N, and 
40-ppm MX-4050N. In June, the com-
pany completed the refresh introducing 
the 50-ppm MX-5070N and 60-ppm 
MX-6070N Color Advance models along 
with the Color Essential models of the 
same speed, the MX-5050N and MX-
6050N.

Sharp has introduced higher-end units in its 
Color Advance Series, while new machines in 
its Color Essential Series were released for 
more cost-conscious customers.

In March, Xerox launched its new 
A3 and A4 ConnectKey i-Series fea-
turing new software solutions and apps 
(see below for more on A4 machines). 
Included in the launch was the Work-
Centre 5865i/5875i/5890i monochrome 
A3 MFPs with print, copy, and scan 
capabilities. The new 5865i is a 65-ppm 
device, while the 5875i and the 5890i 
offer 75-ppm and 90-ppm print speeds, 
respectively. Xerox also rolled out its 

45-ppm WorkCentre 5945i A3 mono-
chrome MFP along with the 55-ppm 
5955i unit. In addition, Xerox refreshed 
its A3 color ConnectKey i-Series MFP 
line. The lowest priced units included 
the 20-ppm WorkCentre 7220i and the 
25-ppm WorkCentre 7225i, while the 
WorkCentre 7830i/7835i/7845i/7855i are 
higher-end color A3 MFPs with speeds 
of 30 ppm, 35 ppm, 45 ppm and 55/50 
ppm, respectively. At the top of the new 
color A3 MFP line-up sits the updated 
90-ppm WorkCentre 7970i.

Toshiba also launched a bevy of new 
machines in the U.S. this year. In May, 
the firm announced the refresh of its 
MFP lineup and unveiled three new A3 
color MFP families and two new A3 
monochrome MFP series for a grand 
total of 23 new individual models. The 
color portfolio includes two e-STUDIO-
2500AC models, five e-STUDIO5005AC 
models, and six e-STUDIO7506AC 
models. The monochrome lineup con-
tains six e-STUDIO5008A models and 
four e-STUDIO8508A models. The bulk 
of the new MFPs were available in May, 
while the monochrome e-STUDIO8508A 
and color e-STUDIO7506AC series hit 
the market in July. List pricing for the 
new Toshiba color hardware starts at 
$5,339 for the 20-ppm the e-STUDIO-
2000AC and runs up to $42,056 for the 
top-of-the-line e-STUDIO7506ACT, 
which prints monochrome jobs at 85 
ppm and color at 75-ppm. The range of 
Toshiba’s latest monochrome A3 units 
starts with the e-STUDIO2008A, which 
prints at 20 ppm and sells for $7,299, and 
runs up to the 85-ppm e-STUDIO8508A, 
which sells for $43,222.

In the spring, Toshiba launched three new A3 
color MFP families and two new A3 mono-
chrome MFP series for a grand total of 23 new 
individual models.

Despite Weak Markets, There’s No Lack of New Hardware
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Ricoh is the latest company that I 
know of to refresh its A3 line. On June 
14, Ricoh announced the MP C3004, MP 
C3504, MP C4504, and MP C6004. The 
machines feature Ricoh’s new Workstyle 
Innovation Technology, a controller ar-
chitecture that enables end users to set 
up customized icons for frequently used 
workflows, tap into preset workflows 
from the home screen, and even browse 
Ricoh’s Application site and choose new 
apps and widgets for further customi-
zation. All of the new units come with 
Ricoh’s new 10.1-inch WSVGA Smart 
Operation Panel to support the Workstyle 
Innovation Technology. Pricing for the 
new line starts at $12,689 for the 30-ppm 
MP C3004 and run to $22,015 for the 
MP C6004, which prints at 60 ppm.

In addition to the “mega launches,” 
there were numerous announcements this 
year involving fewer machines. While 
Kyocera says it will release 31 new A3 
and A4 MFPs and printers this year (see 
below for more on A4 units), it imple-
mented a gradual launch schedule. In 
June, the company released two A3 color 
MFPs, the 32-ppm TASKalfa 3252ci and 
25-ppm TASKalfa 2552ci, which are 
priced at $9,224 and $8,110, respective-
ly. Konica Minolta also launched three 
new A3 color MFPs targeted at the office 
workgroups. The new bizhub C227 and 

C287 offer color and monochrome prints 
speeds of up to 22 ppm and 28 ppm, re-
spectively, while the bizhub C258 prints 
at 25 ppm for both black and color. The 
bizhub C227 has an MSRP of $7,590 and 
the C287 is $9,090. Pricing for the C258 
was not available. Moving up market, 
in February Canon announced the first 
products to be based on the third-gener-
ation imageRUNNER ADVANCE plat-
form: the imageRUNNER ADVANCE 
6500 series and the imageRUNNER 
ADVANCE 8500 series. Speeds run 
from 55-ppm for the new iR ADVANCE 
6555i, which carries an $18,000 price 
tag, to 105 ppm for the $53,000 iR AD-
VANCE 858505si.

No Lack of New A4 Hardware
This has been an important year for 

both printer and copier vendors in the A4 
space. Brother started 2016 by announc-
ing a new series of A4 monochrome laser 
printers and MFPs aimed at office, work-
group, and larger-volume print environ-
ments. The new A4 monochrome laser 
printers include the HL-L5000D, HL-
L5100DN, HL-L5200DW, HL-L5200D-
WT, HL-L6200DW, HL-L6200DWT, 
and HL-L6300DW. Brother’s latest 
MFPs include the MFC-L5700DW, 
MFC-L5800DW, MFC-L5850DW, 
MFC-L5900DW, MFC-L6700DW, 
MFC-L6800DW, DCP-L5500DN, DCP-
L5600DN, and DCP-L5650DN. Pricing 
for the new hardware starts at $199 for 
the 42-ppm HL-L5000D printer runs to 
$699 for the print, copy, scan, fax MFC-
L6800DW, which prints at 48 ppm.

Making announcements throughout 
2016, Lexmark has been perhaps the 
most active printer vendor in 2016 so far. 
The firm had an important new product 
introduction in June when it unveiled 
the XC8160 A4 MFP at a dealer event in 
Fort Lauderdale, FL. Although it’s an A4 
device, the XC8160 has features most 
commonly found on A3 color MFPs in-
cluding a $25,996 price tag that is sure 
to get the dealer channel’s attention. 
Lexmark started the year by announcing 
18 different models across these seven 
families in January, the biggest array of 
new color printers and MFPs I’ve seen 

from the OEM since 2012. The January 
release included the CS720, CS725, and 
CS820 A4 color laser printers and the 
CX725, CX820, CX825, and CX860 
A4 color laser MFP families. All of the 
machines target the higher-end of the 
A4 color workgroup market. List pricing 
started at $899 for the single-function 
CS720de color print and ranged to 
$9,099 for the full-featured CX860dtfe 
A4 color laser MFP. Lexmark contends 
that all of its new machines have the 
speeds and feeds to take on A3 devices.

Lexmark has released a broad assortment 
of new A4 hardware including the XC8160, 
which offers features most commonly found on 
A3 color MFPs.

Lexmark may arguably be the bus-
iest printer vendor, but rivals such as 
Dell, HP, and Samsung have also an-
nounced new products this year. While 
perennial Lexmark nemesis HP seemed 
more focused on business inkjet units 
in 2016 (see below for more details), it 
did roll out a few new mono and color 
LaserJet units. In March, HP announced 
the LaserJet Pro M501 series of A4 sin-
gle-function monochrome laser printers 
and the Color LaserJet Pro MFP M377 
series of A4 color laser MFPs. The ma-
chines expand HP’s portfolio of JetIn-
telligence-based laser devices. The 45-
ppm LaserJet Pro M501 monochrome 
printers are an addition to HP’s lineup 
and have an estimated street price of 
$550. The Color LaserJet Pro MFP 
M377, which began shipping in April, 
is HP’s latest A4 color MFP family. The 
machines print both color and black and 
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white at 25 ppm and sells for approxi-
mately $490.

In May, Dell announced a trio of 
new A4 printers. The new S5840cdn is 
a 50-ppm color laser printer for larger 
workgroups in high-print-volume en-
vironments. Dell also released two A4 
monochrome laser printers: the 40-ppm 
S2830dn for smaller workgroups and 
the 63-ppm S5830dn for workgroups 
in larger enterprise users and work-
groups in government organizations. 
The new S5840cdn sells for $999, while 
the S2830cdn and S5830dn are priced 
at $279 and $999, respectively. At the 
low end of the color market, Samsung 
replaced its C410W and C460FW with 
the $229 C430W and $349 C480W in 
January. Both machines print black and 
white documents at 19 ppm and color 
at 4 ppm and boast many of the same 
features such as Ethernet and wireless 
connectivity, but the C460FW ships with 
a 40-sheet ADF. Samsung also quietly 
updated its U.S. website with two new 
entry-level monochrome products: the 
Samsung Printer Xpress M3015DW and 
Multifunction Printer Xpress M3065FW, 
which are priced at $159 and $249, re-
spectively.

As noted, traditional copier vendors 
have had their share of new A4 product 
releases in 2016. In January, Ricoh add-
ed the MP C406 as a compact A4 color 
MFP to its product line. The machines 
offer print speeds of 42 ppm in mono-
chrome and 36 ppm in color and sells for 
$5,745. Xerox included two A4 MFPs in 
its March ConnectKey i-Series launch. 
The WorkCentre 3655i monochrome is a 
47-ppm machine and the color WorkCen-
tre 6655i prints at 36 ppm. Pricing starts 
at $2,354 for the monochrome units and 
$3,270 for the color machines. 

Canon refreshed and expanded its 
imageCLASS lineup this year with the 
introduction of 11 new A4 monochrome 
laser models. The April launch featured 
a range of new models designed for var-
ious market segments including SOHO, 
SMB, and Enterprise. Canon announced 
five new single-function printers, the 
imageCLASS 151dw, imageCLASS 
251dw, imageCLASS 253dw, image-

CLASS 351dn, and imageCLASS 
352dn. The firm also introduced four 
MFP models, the imageCLASS MF-
414dw, imageCLASS MF416dw, 
imageCLASS MF419dw, and image-
CLASS 515dw and two new copiers: 
the imageCLASS D1520 and image-
CLASS D1550. Speeds for the new 
machines range from 28 ppm to 65 ppm 
and pricing started at $169 for the the 
imageCLASS LBP151dw SOHO mono-
chrome printer and ran up to $3,395 for 
the imageCLASS LBP352dn.

Releasing 11 new A4 monochrome units, Can-
on refreshed and expanded its imageCLASS 
lineup this year. 

With several new TASKalfa ma-
chines, Kyocera has also been active in 
the A4 space this year. The flagship TAS-
Kalfa 406ci color MFP has a top speed 

of 42 ppm in both color and black, while 
the TASKalfa 356ci has a top speed of 
37 ppm (color/black), and the TASKalfa 
306ci’s top speed is 32 ppm (color/
black). Pricing starts at $4,552 for the 
306si model and the fully-featured C406i 
is $7,505. In June, Kyocera added the 42 
ppm (color/black) P7040cdn to its ECO-
SYS portfolio. One of the fastest of the 
color ECOSYS models, the P7040cdn 
sells for $2,593.

Ink’s Assault On The Office 
Continues

So far this year, HP has been behind 
what I would consider the most import-
ant inkjet news. HP introduced its new 
PageWide family of inkjet devices for 
the office in March. In the past, use of 
the PageWide brand had been limited to 
certain inkjet technologies such as HP’s 
page-wide print heads. The brand has 
now been expanded to cover a line of 
business-class hardware including print-
ers and MFPs. The full lineup features 
the PageWide Pro 300 series, the Page-
Wide Pro 400 series, and the PageWide 
Pro 500 series, along with the PageWide 
Enterprise Color 500 series. Altogether, 
there are 14 A4 devices in the PageWide 
line that print at between 55 ppm and 75 
ppm and prices range from approximate-
ly $400 to $2,799.
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In addition to the 14 new PageWide 
devices, HP refreshed its OfficeJet Pro 
A4 lineup in March. The new machines 
include the Officejet Pro 8100 inkjet 
printer, the Officejet Pro 8710, 8720, 
8730, and 8740 inkjet all-in-ones, and 
the Officejet Pro 6960 and 6970 inkjet 
all-in-ones. The models progress in street 
price from $160 for the Officejet Pro 
8210 printer to $488 for the Officejet Pro 
8740. In addition to price, the machines 
are further differentiated by print speeds, 
paper input, ADFs, NFC printing, and 
consumables. HP also released a couple 
of lower-end, SOHO all-in-one ma-
chines. The OfficeJet Pro 6960 and 6970 
are priced at $149 and $179, respective-
ly. Completing the list of this year’s new-
est HP business-class inkjet machines are 
the OfficeJet 200 Mobile Printer and the 
OfficeJet 250 Mobile All-in-One. As the 
name implies, these are mobile devices 
that ship with a new long-life battery. 
The printer unit started shipping in April 
with a $249 street price. The mobile all-
in-one is not due out until the fall and 
pricing was not available.

Canon updated its MAXIFY line of 
wireless inkjet devices, replacing the five 

existing machines 
in the series with 
five new machines. 
The new MAXIFY 
iB4120, MB2120, 
MB2720, MB5120, 
and MB5420 re-
place the older 
MAXIFY iB4020, 
MB2020, MB2320, 
MB5020, and 
MB5320. The new 
devices feature 
improved func-
tionality, including 
faster speeds. The 
MAXIFY line is 
for SOHO users 
rather than work-
groups in small- 
and medium-sized 
businesses (SMBs) 
or in the enterprise. 

Canon is targeting 
small offices in 
various users in ver-

tical markets such as construction, real 
estate, healthcare, retail, hospitality, and 
food services with its latest MAXIFY 
products. Estimated street pricing for the 
new machines ranges from $149 for the 
iB4120 printer to $399 for the MB5420.

Epson America recently expanded 
its lineup of EcoTank inkjet all-in-ones 
with the introduction of the new Ex-
pression ET-3600 and the WorkForce 
ET-16500. Unlike traditional inkjet 
machines that use cartridges, the Eco-
Tank line uses a continuous ink-supply 
system (CISS) with large ink tanks 
housed in a compartment on the side of 
the printer, which end users refill from 
bottles of inks. Included in the August 
2 release was the Epson Expression ET-
3600, which is a SOHO letter/A4-sized 
inkjet all-in-one with print, copy, and 
scan functionality. Epson also launched 
the Workforce ET-16500, a high-end 
print/copy/scan/fax capable inkjet 
machine that’s aimed at the graphic 
art market. The 16500 can print up to 
A3+/Super B (13 × 19-inch) sheets and 
scan and copy up to A3 (11 × 17-inch) 
sheets. Epson charges a premium for 

its business-class EcoTank units. The 
WorkForce ET-16500 is priced at $999, 
while the Epson WorkForce WF-7620, a 
machine based on the same print engine 
and uses cartridges, costs $199 at Ep-
son’s online store.

What’s to Come in H2?
While we’ve passed the mid-point of 

the year, 2016 is still far from over and I 
expect we’ll continue to hear important 
new product announcements in the sec-
ond half of the year. Kyocera, for exam-
ple, still has over a dozen TASKalfa de-
vices slated for release this year. And it’s 
been awhile since Brother has refreshed 
its inkjet machines so look for those de-
vices in the not too distant future and you 
can bet they’ll be targeted at office users.

Of course, Epson and HP have already 
squared off in the office inkjet space. 
With its page-wide print head technolo-
gy, HP has a distinct speed advantage in 
the market. Epson executives, however, 
have been talking about releasing ma-
chines in the not-so-distant future featur-
ing what they call “linehead” technology. 
Presumably, this technology is a Piezo 
page-wide print head similar to what’s 
currently being deployed in some of Ep-
son’s label production equipment. Maybe 
we’ll see those machines in the closing 
month of 2016 or at least begin to get 
more details?

For its part, HP is promising to soon 
disrupt the market with new A3 ma-
chines. At a recent event in Boston, ex-
ecutives for the company said the firm’s 
A3 launch would include inkjet and elec-
trophotographic devices. Although they 
remained tight-lipped about details, like 
any other office device from HP, I think 
these new A3 devices could have a big 
impact on the market. Slated for release 
in 2017, I would expect to begin hearing 
about the machines before the end of this 
year.

Obviously, 2016 is on pace to be a re-
cord year for new hardware releases. We 
at Actionable Intelligence will continue 
to stay on top of it all and keep a running 
tally. To keep up with the latest products, 
you’ll want to keep a close eye on our 
website—stay tuned!  ♦

Despite Weak Markets, There’s No Lack of New Hardware

HP introduced 14 new business inkjet machines in March under the 
brand name “PageWide.”



ID# 66151    Canon    IR ADVANCE 8295    KZZ01339    RADF; 
Duplex; U-Send; (N1) FIN; Print; NIC; Scan;  

Condition: Passes Paper;  Total: 564k
$4,999

ID# 62476    Ricoh    MP 5054    G185R420163    RADF; Duplex; 
(SR3140) FIN; Print; NIC; Scan; PostScript®; Condition: Passes 

Paper;   4 Paper Trays;  Total: 41k
$2,999

SEPTEMBER SPECIALS:
• Kyocera Taskalfa 3050ci/4050ci 

as low as $400
• Kyocera Taskalfa 5500i 

as low as $750
• Konica Minolta BizHub c224/c284/c364 

as low as $1,000
• Ricoh Aficio MP c4502/5502 

as low as $500
• Sharp MX-2610/3110 

as low as $400
• Toshiba E-Studio 2540c/3040c 

as low as $400
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Celebrating its 40th year 
in business, Usherwood 
Office Technology 

has come a long way. Charles 
Usherwood started at the New 
York Telephone Company 
straight out of high school, then 
on to the National Cash Register 
as a technician before opening 
Ontario Business Machines 40 
miles north of his hometown 
in Oswego, NY in 1964 with 
partners. 

In 1976, the 
partnership split 
up, and Usherwood 
Office Technology 
was born. From 
the years 1976-
1986, they ran a 
successful Canon 
dealership, in 
addition to selling 
other office 
technologies such 
as cash registers, 
calculators, and 
Franklin computers. 
With the advent 

of the personal copier in 1978 
by Canon, most companies that 
were reluctant to buy a copier 
could buy a copier, and based on 
the cartridge model that Canon 
introduced, Charles and Carol 
Usherwood were able to build a 
fruitful business.

In 1986 Lou Usherwood came 
into the family business, starting 
in the Syracuse branch and 
eventually buying the business 
in 1997. Once business grew big 
enough in Syracuse, they moved 
headquarters from Oswego, 
NY back down to Syracuse to a 
bigger marketplace, and haven’t 
looked back since. Rather, 
they’ve expanded to cover much 
of the Northeast, including 
offices in Albany; Binghamton; 
Buffalo; Burlington, Vermont; 
Jamestown; Potsdam; 
Plattsburgh; and Rochester, with 
approximately 120 employees 
serving over 7,000 clients 
statewide and generating over 
$20 million annual revenue. 
Their primary equipment vendors 

are Canon, Xerox, Samsung, HP, 
and Cisco.  

Usherwood Office Technology 
offers IT services that include 
flat-fee Managed IT plans. 
With all inclusive, continuous 
maintenance of network 
infrastructure, complete offsite 
backup and disaster recovery, 
and multi-layer security for IT 
networks, this technology as 
a service approach eliminates 
downtime and makes IT 
reliability and costs predictable 
for their clients. In addition, 
Usherwood is a proud Microsoft 
Gold Certified Partner with a 
long history of implementation 
and support of Microsoft 
Software Solutions.

We spoke with Lou 
Usherwood, President of 
Usherwood Office Technology, 
to get the scoop on what it’s like 
running a second generational 
business, how to foster a great 
workplace culture, and what 
we can look forward to from 
Usherwood in the coming years.

Usherwood—Crafting a Legacy in 
Managed IT

News BriefingDealer Spotlight

Louis F. Usherwood

continued on page 34
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What do you strive for at Usherwood?
USHERWOOD: Well, we strive for a 
lot of things. I guess most importantly 
we strive for balance. We want our 
employees to have a good balance 
between work and non-work activities. 
We want to have the kind of company 
that every one of our employees would 
be proud to talk about and would have 
an easy time getting up every morning to 
come to work, with a team that is unified 
towards results.

How is business this year? Which seg-
ments of your business are growing the 
fastest? Where do you see your greatest 
opportunities for growth?
USHERWOOD:  We’ve got two months 
left in our fiscal, and we’re up about 
4.5%. The segments of the business that 
are growing the fastest are Managed IT 
and our greatest opportunities for growth 
lie within that, so Usherwood is throwing 
ourselves 100% into the pursuit of 
becoming best in class in that area. 

What were some of the biggest changes 
in your business over the past five years?
USHERWOOD:  I would say, in my 
business, it was that we grew into more 
of an organizational structure. The 
biggest changes have been how we go 
about solving problems. Where they 
typically were handled by an individual 
basis in the earlier days, now we have an 
effective leadership team that tackles the 
big challenges in this company. I think 
that has really allowed our business to 
grow at the rate that it has.

How do you see your business evolving 
in the near future? What do you see as 
your biggest challenges?

USHERWOOD:  I see the business 
evolving to where the multifunction 
copier and printer are basically end 
points that point towards server-based 
infrastructure as a service. I see the 
biggest challenge in doing that is getting 
our certifications and our technicians 
up to the level that will allow us to 
transition to a total IT company. We are 
working hard on that, and fast. 
How did you make the transition into IT 
services? What were some of the chal-
lenges in transitioning to that space? 
USHERWOOD:  We have a rich legacy 
in IT, dating back to 1987. We had a 
computer services company as well as a 
computer training company for a short 
time in the late ‘80s. So it wasn’t as big a 
transition. What ultimately happened was 
that in 1997 when I bought the company 
from my parents, I hired my brother, 
Charlie, who was working for the EDS 
company (Electronic Data Systems) 
doing network outsourcing for General 
Motors [at the time]. He and I both knew 
that this was all going to converge. We 
went to a Microsoft boot camp together 
and got certified by Microsoft to become 
a Gold Partner in 2001, and we’ve been 
doing IT since then. 

The challenges we’ve had 
transitioning to that space along those 
many years was we didn’t understand 
the model of profitability for the type 
of business as we do now. We joined a 
best practice organization so we would 
understand what good looked like. We’re 
in one now that’s really allowed us to 
think forward into the future in a much 
different way. 
Who is your ideal customer? 

USHERWOOD: Because the copier 
and printer business is different from the 
managed IT business, at some levels, the 
ideal customer for both of them varies 
to a degree. But I will say that for our 
mid level IT, where we can provide 
everything from servers to telephones to 
printers to MFPs, then we are looking 
at 20-250 employee range [the SMB 
space]. That’s where we feel is our sweet 
spot, where we have the best value 
proposition for our clients. 
And what about the copier/printer side?
USHERWOOD: I would say we love 
everyone, I guess. What we really want 
to encourage our clients to realize is they 
have one phone call to make, they have 
one email to place for all the endpoints 
within their office. And Usherwood is 
in a position to service those products 
effectively.
What was one of Usherwood’s outstand-
ing accomplishments? What did you do 
to stand out from your competitors? 
USHERWOOD: We are really excited 
when we win a deal that covers all the 
pieces of the pie. For example, in July of 
last year, we did a facilities management 
contract where we had a server that 
we were responsible for, which is the 
Managed IT piece, we had the print 
management piece, where we had sold a 
fleet of copiers, and we provided the staff 
to run the print shop, copy center and 
mailroom. And we put it on a six-year 
contract. To me, that just brings out the 
best of what this company has to offer.
Is there a product or solution that you 
are looking to provide in the future? 
USHERWOOD:Yes, we’re investing 
heavily in our knowledge bandwidth 
on security. Security from several 
different angles: security from a network 
standpoint, security from a display and 
camera content application, and service 
as well. I would say that’s where we 
feel the investment today will produce 
results that we’ll be very happy with in 
the future.
Congratulations on winning Best Places 
to Work for the past two years. In your 
opinion, what makes your workplace 
such a great place to be?

Usherwood—Crafting a Legacy in Managed IT

continued on page 36
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USHERWOOD: We try to make it fun 
by having events after hours or by taking 
groups out to lunch. Being a best place to 
work means that the employees that we 
have know how to conduct themselves in 
a professional manner so that they can be 
part of an award winning team.
What do you look for in your employ-
ees? How do you recruit and retain 
good employees?
USHERWOOD: Well, we look for 
honest, loyal people first. I’m sure we 
all do. I think identifying the needs of 
the different types of employees is most 
important, because they have completely 
different needs. On the technical side, 
we want to challenge those folks. We 
want to push them towards certification, 
but by doing so, we also allow them to 
increase their hourly pay. It’s a two way 
street. With our admin employees, again, 
I think the challenge piece has got to be 
there, as well as knowing that we really 
care about them and that we’re flexible 
with them in ways that they hadn’t had 
with past employment. And in terms of 
retaining sales people, they like to make 
a lot of money, so you have to give them 
compensation programs that will allow 
for super achievement. We like to give 
them the support when they need it, but 
we also don’t want to micromanage that 
group because we know the best sales 
people out there are self-motivated. 
What keeps you motivated and excited 
about the work that you do?
USHERWOOD: It’s easy to work for 
a business that has your last name in it. 
When I get up in the morning, I know it, 
when I go to bed at night I know it, and 

that keeps me motivated. It’s exciting 
when we open branches. I get to see the 
sign go up, I get to see the logos go up, 
I get to see the products go in with our 
name tag on it, and it just makes me 
really excited that perhaps if I do this 
correctly that I can leave a legacy that 
my grandchildren’s grandchildren may 
someday read about.
Are your children involved with the 
business as well?
USHERWOOD: My 24-year-old 
daughter worked a year for me and is 
now starting her second year at law 
school up at Syracuse University. So 
she’s involved as a board member of 
the business. My 24 year old daughter 
is going to run my human resources 
department in September, so I’m excited 
about that. And my youngest daughter is 
still in her senior year in college, so we’ll 
see. I’m trying to recruit her as a sales 
person but right now she’s not biting. But 
I’ve got a little time to keep selling.
What is your least favorite thing about 
your job?
USHERWOOD: That’s always an 
interesting question. I think I try to push 
myself to take those least favorite things 
and make myself do them so that they 
aren’t my least favorite things. They are 
the things that maybe I’m not as good 
at, and I have to push myself to learn 
better, or I have to reeducate myself. 
And it’s not that I don’t like it, because 
I like challenges, but as with anybody, 
I’d love to already have the knowledge 
and already have had the experience. So 
sometimes I have to fail forward. I guess 
that’s the phrase I use for it. I’m going 

forward, but sometimes I may not know 
exactly what I’m going into when I get 
into it.
Outside of work, what do you do for 
fun?
USHERWOOD: I’m a hockey player. 
I play 3-4 times a week. My brother 
and I meet down in Tampa every April 
to play in the 50 over nationals, so we 
like to play at a high level of the sport. 
I organize a team out of New York and 
we go down to Florida every year and try 
to win the championship. We got third 
place two years ago and this year we had 
an off year and we ended up at sixth. 

Other than that, I do genealogy. My 
mom and dad did it for four years after 
I bought the business from them in ’97 
and traveled to Europe and England. So 
when my mom passed I took that over. 
I’ve been able to find amazing stuff. 
We’re in the Mayflower society on one 
side. And we do our DNA. I have in the 
office a genealogy room where we’ve got 
ten 24 x 36 boards that tell the history 
of Usherwood back to England until the 
1500s. What’s funny is that our clients, 
when they come in, spend more time in 
that room than they do looking at our 
products.   
What can we expect from Usherwood in 
the coming year?
USHERWOOD: Continued expansion. 
Usherwood will continue to push the 
eastern boundary of our territory. We 
cover about 45,000-50,000 square miles 
and we are going to continue to open 
branches within the next year. We’ve 
got a couple that we’ve got in the final 
running for the next one, so we’ll see 
where that ends up.  ♦

Usherwood Office Technology
1005 West Fayette Street, 

Syracuse, NY 13204 
tel: (800) 724-2119 * (315) 472-

0050
www.usherwood.com

Usherwood—Crafting a Legacy in Managed IT
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Supplies Network has come 
a long way since founder, 
Tom Fleming, recognized 

the business opportunity in sell-
ing replacement ribbons. Today, 
it is a global leader in the whole-
sale supply of imaging consum-
ables, hardware and services and 
employs over 300 people in six 
locations across the U.S. 

Supplies Network is head-
quartered just outside St. Louis, 
Missouri, and its distribution 
centers are located in St. Louis; 
Dallas, Texas; Carlisle, Pennsyl-
vania; and Fresno, California. 
The Foreign Trade Zone facility 
is in Chicago, Illinois, which 
provides benefits for internation-
al shipments supporting Supplies 
Network as well as DM Fulfill-
ment, their third-party fulfillment 
business.

Reporting year over year dou-
ble-digit revenue and increased 
margins, it’s no surprise that 
Supplies Network is pleased with 
the direction of their business. 
Bill Erpelding, director of mar-
keting, said that they are seeing 
significant growth in their MPS, 
hardware and related services 
business. 

“Naturally, we watch in-
dustry trends on many levels 
including OEMs, which helps 
us benchmark our business,” he 
explained. “Speaking generally, 
when comparing our trend-lines 
with those we see within the in-
dustry, we feel pretty good about 
where we are today and are bull-
ish on our near-term future.”

Expanding Hardware 
Offerings

Erpelding said that the goal of 
Supplies Network is to become 
the clear choice as an imag-
ing-focused distributor. 

“We believe we will capture 
share by offering the most com-
prehensive product line in the 

industry combined with compel-
ling solutions that help resellers 
simplify the management of the 
end-user print fleet while helping 
resellers profitably grow their 
imaging business,” he said. 

In the last several years, 
Supplies Network has signifi-
cantly increased their hardware 
offerings. Erpelding explained 
that the expansion of their MPS 
program has allowed them to 
capture additional hardware reve-
nue because resellers are looking 
for them to help identify and 
replace problematic equipment in 
those environments. They have 
added personnel to assist in this 
endeavor. 

“Today, we have a group of 
dedicated equipment advisors 
that are part of the same solution 
sales organization as our MPS 
Advisors,” said Erpelding. “They 
work hand-in-hand to help our 
partners address the customer’s 
needs and make recommenda-
tions based on the best offers 
available, including manufacturer 
programs and rebates. Addition-
ally, our services portfolio now 
includes financial services and 
national printer installation ser-

vices, which creates a turnkey 
sales opportunity for the reseller. 
This service has been very well 
received and has helped our 
partners close several national 
deals.”

Getting Ahead of the 
Curve

Supplies Network’s invest-
ments in their MPS program 
have resulted in what they call 
the most comprehensive offer-
ing available to resellers today. 
Erpelding noted that one of the 
biggest costs and challenges in 
MPS is supplies replenishment, 
and one of the key attributes of 
their services is authentic auto-
mation of this process. Supplies 
Network employs a predictive 
analytics-based service that de-
termines the number of days of 
consumables remaining which 
is based on numerous variables 
to trigger automatic ordering of 
supplies. 

“This feature is key to not 
only customer satisfaction, but 
also keeping overhead and oper-
ational cost low for the reseller,” 
explained Erpelding. “Beyond 
that, our portfolio of services 

Supplies Network: Winning with 
More than Just Supplies

News BriefingBusiness Profile

Tom Fleming, Founder

Bill Erpelding, Director 
of Marketing

continued on page 40
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is designed to 
simplify and 
overcome every 
challenge a re-
seller may face 
in successful, 
scalable execu-
tion of managed 
print.”

Those other 
services include 
supply routing 
labels, service 

monitoring, service desk, local device 
management, device installation, and 
device tracker. Erpelding said that device 
tracker addresses one of the most diffi-
cult processes of managing the print en-
vironment by proactively tracking when 
a new device is installed, goes stale, gets 
moved, or taken out of the fleet. In the 
past, he noted, this burdensome adminis-
trative process led to disruptions impact-
ing revenue and customer satisfaction 
rates.

Additionally, Erpelding stated that 
their web portal, MyPrinterManager.
com, is an essential component for 
supporting long-term customer satisfac-
tion. He explained that it provides full 
visibility to the environment for both 
the reseller and the end-user customer 
and includes detailed information on 
device status, supplies shipments, service 
notifications, reporting tools and other 
benefits.  

“Our range of services not only proac-
tively manages devices and ships needed 
supplies based on predictive analytics, 
but also addresses a variety of needs cus-
tomers may have,” he said.

Explained Erpelding, “For instance, 
an environment may have a large number 
of local devices which many programs 
cannot support. Our Local Device 
Management service allows resellers 
to include and support those devices in 
their overall solution. You may be deal-
ing with a campus environment such 
as a hospital, university or a corporate 
campus. Our Supply Routing Labels 
allow each supply being shipped into the 
environment to be labeled with detailed 
delivery instructions, ensuring the supply 
is sent exactly where it’s needed.”

Reseller Marketing Support
Supplies Network’s reseller support 

extends way beyond device management 

though. They offer unique marketing 
capabilities that support their reseller’s 
most critical sales initiatives, such as a 
platform that provides the ability to easi-
ly create and send e-shots and automated 
tools for box inserts.

“Our Brand-on-Demand email mar-
keting tool makes it easy for resellers 
to send branded email communications 
announcing promotions, programs, ser-
vice announcements [or other messages] 
in just a few simple steps,” explained 
Erpelding. “Our Instant Inserts program 
allows resellers to send marketing col-
lateral in their customers’ shipments. 
Through the use of print-on-demand 
technology, the messaging opportunity is 
limitless and messages can be tailored to 
specific customer types, industries or tied 
to specific product purchases.”

More Than Just Supplies
MPS is maturing at a rapid rate, but 

it continues to be the fastest growing 
part of Supplies Network’s business. Er-
pelding said that many resellers are now 
realizing that they can reap the benefits 
of Supplies Network’s experience as well 
as their significant investment in tech-
nology and people. He noted that they 
recently won the Managed Print Services 
Association Leadership award in the 
Infrastructure Provider category for the 
second time, and he believes that speaks 
volumes about their service level. 

“We’re always adding to our services 
portfolio,” said Erpelding. “Our hard-
ware-related services are largely de-
signed to enhance the overall MPS expe-
rience and are available to transactional 
customers as well.”

Supplies Network has also expanded 
into thermal print supplies, adding Zebra, 
an industry leader in industrial and ther-
mal printing. Erpelding pointed out that 
Zebra devices can be found in manufac-
turing plants, warehousing and distribu-
tion facilities, and all types of healthcare 
related facilities. Erpelding added that 
they are also in the process of launching 
a line of 3D filament from MakeShaper, 
a high-quality, U.S.-made product. 

“Again, as an imaging-focused dis-
tributor, we recognized a large installed 
base of these buyers within our custom-
er’s data and recognized another revenue 
opportunity for our partners,” empha-
sized Erpelding. “Often, these supplies 
are mission critical and represent another 

opportunity to 
add value to the 
relationship.”

For Supplies 
Network, it’s 
critical to di-
versify today 
because as Er-
pelding pointed 
out, the market 
demands it. He 
said that MPS 

and other related services have become 
mainstream, but he recalled that wasn’t 
the case when they began development 
of their service back in 2005. 

“We took a pretty big leap of faith, 
making significant investments early on 
and over time we feel we’ve brought a 
lot of innovation to the market,” he said. 
“Those investments are now paying div-
idends. As mentioned earlier, MPS and 
related services are the fastest growing 
segment of our business.” 

Ultimately, for Supplies Network, 
the goal is to help resellers of all types 
grow their business in the print category. 
They appear to be on the right path too 
because today they already offer one of 
the most comprehensive supplies product 
lines in the industry, a broad selection 
of equipment and related parts, and a 
highly compelling, award-winning MPS 
solution. 

“We feel we’re the clear choice as a 
distributor partner,” stated Erpelding. 
“Beyond that core product assortment 
and services value-proposition, another 
reason customers often come back after 
trying other supplies is our world-class 
logistics capabilities. Our tagline, ‘We 
supply trust,’ exemplifies what we strive 
for every day – to deliver an exceptional 
experience for both our customers and 
their customers.”  ♦

Contact Supplies Network
5 Research Park Drive 
St. Charles, MO 63304

Tel. 636-300-4001 *800-729-9300  
Fax. 636-329-1406 * 800-729-9312 

www.suppliesnetwork.com

Greg Welchans, 
President & CMO

Sean Fleming, CEO

Supplies Network: Winning with More than Just Supplies
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“How memorable are 
you?” That was 
a question that 

plagued me over the last few 
days. Who will remember you 
after the trade event wraps up 
and the circus moves to the next 
town. I am coming off of two 
back-to-back events over the last 
week. CompTIA in Florida, BTA 
in Las Vegas. Both events were 
outstanding and more than met 
my expectations and goals. The 
Blue Man Group show was pure 
icing on the cake and definitely 
memorable! Thank you, BTA. 
Each event provided new oppor-
tunities, new connections, new 
educational insights and oppor-
tunities to get caught up with old 
friends. And as these things tend 
to do, the events provided oppor-
tunities to learn from more than 
just the session presenters. In the 
spirit of learning, applying and 
passing along insights, here are a 
few of my observations from the 
week:

1. One bad interaction with a 
guest (customer) can have 
a far greater impact than a 
momentarily dissatisfied cus-
tomer. What starts as a ripple 
can become a long lasting 
and powerful wave. Do the 
right thing and do it imme-
diately. The right thing at the 
wrong time (delayed) is still 
the wrong thing. 

2. Weather changes, have a 
plan. Kudos to CompTIA for 

the rapid venue change when 
the rain rolled in. Always 
have a back-up plan. Bring 
in an alligator, snake and 
birds if you need to. 

3. Screen speakers for content, 
relevance and presentation 
ability in advance. Know 
who is representing your 
brand and how they will rep-
resent it.  

4. Peak performance requires 
fuel and rest. Get both. I 
know it’s great hanging out 
late night with your people. 
After all, everybody is at the 
bar so that’s where the busi-
ness gets done. Really? If 
you miss the opening bell the 
next morning, you’ll be be-
hind all day. Winners never 
choose to start from behind. 

5. Words matter. 
We could discuss each of the 

first four (and possibly debate 
number four), but it’s number 
five that I want to dig into here 
in an effort to help you increase 
your sales effectiveness. My con-
tention is that if you can’t get out 
of the gate, if you can’t engage 
someone in a conversation that 
1) creates opportunity for further 
discussions and, 2) is memorable 
or, 3) comes to a clear realization 
that there is no need for a future 
discussion in the foreseeable 
future, the rest really doesn’t 
matter. 

Quick question: have you ever 
had one of those great conversa-
tions at a show or conference and 
just know, just feel it deep down 
in your gut that there is an oppor-
tunity to do something spectac-
ular with this new prospect only 
to log 100 follow up attempts to 
get back in touch even though 
they suggested you follow up 

with them?! Why are they sud-
denly missing in action? You had 
such a great conversation only 
the week before. Top sales reps 
know there are three possibilities 
for the prospect to go MIA at call 
back:

1. The prospect has completely 
forgotten who you are. 

2. The prospect has reassessed 
the relative importance of 
what you offer.

3. The prospect was never re-
ally all that interested in the 
first place.

While the above three are 
symptoms, the root cause is like-
ly to be:

1. You weren’t memorable. 
You talked, sounded and 
appeared just like everyone 
else. You suffer from Corpo-
rate Marketing Speak.

2. You hit a hot button in the 
“provide pleasure” catego-
ry, meaning that they got 
excited about the pleasure 
you might bring BUT not 
enough to overcome the 
pain of going through the 
process, making a decision, 
implementing, and execut-
ing. Never underestimate the 
prospect’s pain avoidance 
mechanism. Perceived per-
sonal pain will often trump 
corporate pleasure, particu-
larly in the hours and days 
between your first discussion 
and your follow up call.

3. They fed off of your passion 
but you didn’t provide any 
meat to keep them leaning in 
after you and your passion 
moved on.

These three are significant 
challenges that can be addressed 
quite effectively by doing a few 
simple things. And this is where 

How Memorable Are You?
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our number five from above, “Words 
Matter”, comes into play.

If you want to be memorable, if you 
have even the slightest desire to be re-
membered in a positive way, words ab-
solutely matter. Now, I don’t mean that 
every word you choose has to be perfect. 
On the other hand, choose the wrong 
one or choose the wrong set of words 
(message) and it can have a devastating 
impact. At the earliest prospecting stage, 
there are a series of words (questions) 
and a series of words (responses) that are 
critically important. THEIR question: 
“So, tell me about you/your company, 
etc.” YOUR response: do you have words 
(there are times to be silent but this is not 
one of them) and are they the right ones?  

I know, you think this is a fairly 
benign question and in the big picture, 
the answer really isn’t that important. 
Everybody knows how to answer that 
question! Right? The importance of the 
specific words and the message you 
choose for your response will make or 
break your follow up conversations. Your 
follow up conversations are what add 
quality prospects to your pipeline, which 
in turn fuels your sales success. Please 
don’t think this is a light-weight issue 
or that, “others may struggle with but I 
sure don’t”. I am willing to bet (I am still 
in Las Vegas so I probably can bet on 
this) that if you have ever been asked the 
question, you have fumbled the response 
at least once. I know I certainly have! If 
you run a sales team of say, five, there 
will be three to six answers to, “Tell me 
about what you do.” Furthermore, I am 
also willing to bet that if you asked your 
three closest business buddies (the ones 
you are honest with and are honest with 
you) this question, some of them won’t 
have a very good answer and they may 
not be that impressed with yours either. 
Seriously, go ahead and try it. Give them 
a call now. You can read the rest of this 
later. Try it with your sales reps, your 
friends, and what the heck; try it with 
your competitors! Get one of their reps 
on the line and ask them, “So, tell me 
what you do?” Or if you want to send 
them crying back to their sales manag-

er, ask, “So, tell me what makes you 
different than the other 800 companies 
that do the same thing you do.” It’s not 
pretty, grown men and women have been 
known to cry. 

Industry events, chamber of com-
merce mixers, any kind of networking 
gathering are the perfect places to give 
this a try. Walk up to someone and 
say, “Hi Mary, what makes you guys 
different?” Now, some will have this 
down. And it usually goes a lot like this, 
“Well, ummm, we’ve uh, we’ve been in 
business for 190 years and specialize in 
uh, well, delivering unique end-to-end 
solutions to our customers’ most compel-
ling business challenges.” It took Mary 
a minute, but once she got warmed up, 
she did better than most and fell back on 
the corporate training line. Don’t blame 
Mary; blame her company for not help-
ing her understand that:

1. People care about what you can do 
for them. It’s human nature and it’s 
ok. A well-crafted response will help 
draw in people who are possible 
prospects and keep you from wasting 
time with people who simply don’t 
need what you offer. 

2. Prospects have to have some un-
derstanding of what you do. Quit 
trying to be tricky and describe your 
toilet bowl cleaner as an end-to-end 
porcelain cleansing system using the 
latest and most advanced Nano-tech-
nology. If you have an amazing toilet 
cleaner let them know it!

3. Prospects want to know whom you 
are already helping. This is called 
“social proof.” Be sure to tell them 
who enjoys an enriched a life as a 
customer of yours.

4. Prospects are jaded. Hyperbole and 
nebulous statements create more 
MIA calls than just about anything.

5. Leave Ben Stein at home. Show 
some emotion—no one wants to talk 
to a boring robot. If you can’t have 
a conversation, you are not likely to 
have much selling success. 

6. The response should be practiced to 
the point of perfection. There can be 
no hesitation.

No matter how wonderfully engaging 
you were with your answer to their ques-
tion, there must be a specific reason for the 
call. Without a compelling reason to have 
that next follow up action, friends, it just 
will not happen or if it does, it’s on attempt 
number 92 and you connected by accident. 

I can’t write the exact version of your 
introductory pitch. I can, however, give 
you a few words that are guaranteed to 
help you move from show meeting to 
follow up call. Ready? Here goes, “John, 
it sounded like you see some value in 
what we talked about. What time can we 
chat next Thursday when we are both 
back in the office?” Yes, the words that 
matter the most at this point are 1) your 
ask and 2) their commitment. If you de-
velop a strong opener that covers some 
of what you do, whom you do it for, a 
way to your pain-killer for their discom-
fort, and why you are really good at it, 
you will be far ahead of the pack.

One more thing, the next time some-
one asks you, “Ok, give me your elevator 
pitch,” say, “Thanks for asking! Let’s 
go,” and start to walk them to the eleva-
tor. You are guaranteed to have a better, a 
more human and certainly a more mem-
orable conversation than the next person 
who tells them how they’re the biggest, 
the best, the oldest, the most innovative, 
the… you get the picture.  ♦
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NATIONAL Business 
Equipment (NATION-
AL) CEO and President, 

Scott Mueller, points out that 
it was important to establish a 
specific culture at NATIONAL 
because he knew they were go-
ing to experience rapid growth. 
Mueller says, “The first thing 
I spoke to our team about was 
the core philosophy of our com-
pany: Change is Good. Within 
Change is Good is another core 
philosophy: Change Provides 
Opportunity.”

NATIONAL is no stranger 
to change. The company traces 
its origins to Camera Exchange, 
which began in Albany, New 
York in 1927. Although initially 
focused strictly on camera sup-
plies, the company expanded its 
divisions to include graphics sup-
ply, newspaper supply and even 
law enforcement supply. In the 
1950’s, NATIONAL began sell-
ing Kodak Verifax photocopiers.

Mueller has been in the copi-
er industry for over 20 years. He 
spent his early career in Cincin-
nati, Ohio, building ProSource, 
a small local office equipment 
dealer, into a nationally recog-
nized office solutions provider. 
In 2007 he decided to sell his 
equity position in ProSource 
and move back to his hometown 
of Albany, New York. In 2008 
he acquired NATIONAL Busi-
ness Equipment and Supply. 
NATIONAL at that time was 
comprised of five employees 
with revenues of less than $1 
million per year. Today NA-
TIONAL has grown to over 75 
employees with annual revenues 
in excess of $15 million. They 
are a full line Kyocera dealer 
and production line Konica Mi-
nolta dealer. 

“We’re growing at a very 
rapid pace,” says Mueller. “We 
expect that growth to continue.”

NATIONAL has a wide vari-
ety of clients ranging from en-
terprise accounts to SMBs. NA-
TIONAL is also very diversified 
through many vertical markets 
including banking, education, 
government and retail. In New 
York, NATIONAL provides cov-
erage to the entire area known as 
“Tech Valley”, which stretches 
just north of New York City to 
the Canadian border. Their New 
York locations include Albany, 
Plattsburgh, Kingston and Glen 
Falls. In Vermont, their Burling-
ton office provides service to the 
entire state of Vermont.  

NATIONAL has 25 facto-
ry-trained technicians servicing 
over 5,000 devices. Their tech-
nicians are consistently recog-
nized for the outstanding quality 
of service they provide to their 
customers. Most recently, NA-
TIONAL has been recognized 
as a BEI and ENX Magazine’s 
Office Technology Service Ex-

cellence Award (OTSEA) Plati-
num Level service provider with 
over 50% of their technicians 
receiving national recognition for 
their individual performances. 
This includes three technicians 
who achieved Platinum level 
status and two technicians who 
achieved Diamond level status. 
This outstanding achievement 
ranks these technicians in the top 
5% and 1% respectively of over 
13,000 service technicians across 
the Country.

When asked about NATION-
AL’s growth, Mueller said that 
in 2015 sales grew 62% and they 
are currently 51% ahead of last 
year’s results. He points out that 
the growth is not attributable to 
any one particular factor. 

“The majority of our growth 
is organic,” he explains. “This 
has been accomplished by hiring 
more sales professionals which 
in turn allows NATIONAL to 
successfully compete for more 
market share. When I acquired 
NATIONAL, they had only one 
salesperson working out of one 
office in downtown Albany. We 
currently have 26 sales profes-
sionals working out of five offic-
es servicing New York, Vermont 
and Massachusetts.”

Mueller has always been an 
advocate of promoting from 
within. To help provide the lead-
ership to manage the growing 
company, NATIONAL spends a 
considerable amount of time and 
effort grooming many entry-level 
employees to eventually grow 
into managerial positions. Muel-
ler says that the development of 
the management team is an im-
portant part of their growth ob-
jectives as they transition into a 
different phase of NATIONAL’s 
organizational structure. “We’re 
moving from an entrepreneurial 
company into a management 
company,” he says. 

Change is Good for NATIONAL 
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Mueller credits CFO Chris Shersky, a 
former colleague in Cincinnati, who re-
located to Albany to work for NATION-
AL, as another important factor of the 
company’s growth strategy. “Shersky has 
25 years of experience in our industry,” 
he says. “With him being responsible for 
the operational and administrative areas 
of the organization, it allows me to focus 
more on sales, acquisitions and ultimate-
ly growth.”

Growth is the operative word. NA-
TIONAL expects to double the size of 
its organization in the next few years. 
Mueller believes that the foundation 
for that growth is quality service. He 
cites the 95% plus retention rate of their 
customers as a prime example of that 
outstanding service. The catalyst of this 
service achievement is delivered through 
their GOLD Alliance program.

“The GOLD Alliance program reflects 
our commitment to providing quality 
service and improving our customer’s 
business,” explains Mueller. “It is a 
partnership that offers our preferred 
clients priority service response, a cost 
containment strategy and guaranteed 
service performance. The cornerstone of 
the GOLD Alliance is superior customer 
service, backed by the GOLD Alliance 
100% satisfaction guarantee.”

Mueller emphasizes that in order to 
provide outstanding service, it’s import-
ant to ensure that their best technicians 
are matched up with their best opportu-
nities. He points out that this could never 
be achieved without a method of measur-
ing performance. NATIONAL turns to 
BEI Services, Inc. (BEI) for that method.

“I’ve been using BEI since the mid-
1990s,” states Mueller. “It’s a tried and 
true system. It provides the performance 

analytics to properly manage technician 
results as well as giving the technicians a 
great tool to assist them in managing their 
territory. Those technicians who are the 
most passionate about doing great things 
can do great things here. The BEI system 
helps us recognize those performers.”

Adds Mueller, “We also believe that 
our top performers should be rewarded. 
We reward our technicians by using a 
Technician Incentive Compensation Pro-
gram utilizing BEI results. We also give 
technicians bonuses for improving their 
service level ranking as recognized by 
BEI.”

The company culture of offering 
growth opportunities extends to the 
technical staff as well. At NATIONAL, 
entry-level setup technicians have the 
opportunity to develop into printer tech-
nicians, MFP technicians and production 
print technicians. They can also transi-
tion into other technologies such as tele-
phony or IT services. 

“There’s a career path for any and all 
individuals on the NATIONAL team,” 
explains Mueller. “There’s no ceiling on 
the opportunities. The employees at NA-
TIONAL are excited to be here.”

Mueller says that the overall goals for 

2016 and 2017 are the same: continu-
ing down the current path of executing 
their growth strategy while creating an 
environment that encourages hiring and 
retaining great employees. Specific goals 
include achieving the highest level of 
service recognition, Diamond, for the 
entire service operation as well as be-
coming the largest Kyocera dealer in the 
country. He believes that they have the 
right people and tools to achieve it. 

“We have a lot of passionate people,” 
says Mueller. “There’s always a buzz 
going around the building. It’s a great 
place to be.”  ♦

OTSEA Platinum award winners rank 
in the top 25 of all dealers evaluat-
ed.  The evaluations are based on 
Call Back percentage, Hold for Parts 
percentage, MCBV (Mean Copies 
Between Visits) and Technician Grad-
ing.  Tech Grading encompasses Time 
Accountability and Time Management 
along with individual HP, CB and 
MCBV rates as well as parts expense 
as it relates to parts CPC compared 
to world stats.  

About the Dealership:
1. Owner and President/CEO: Scott 

Mueller
2. CFO: Chris Shersky
3. Service Manager: Shawn Saville
4. Number of Techs: 25
5. Number of Devices Serviced: 

5,000+

Information provided by BEI
1. First Call Effectiveness: 53-56%
2. Hold for Parts Rate: 12%
3. Ranking: 15th overall of the 200 

dealers

Scott Mueller at Kyocera Dealer Council

Scott Mueller with his Service Team members at corporate headquarters in Albany NY

Change is Good for NATIONAL Business Equipment
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I once heard an economist in Washington, D.C. 
speak about the attributes that make a great 
business leader. He shocked me when he said, 

“Most business owners today are a joke and very 
few understand the fundamentals of business.” He 
continued, “Without understanding business funda-
mentals, one could never be a great leader.” What 
a know it all! After listening to him for almost an 
hour, I couldn’t take any more and went on my 
way.

That was 12 years ago and since that time, I have 
coached and worked with a significant number of 
business owners. While I would never say they’re 
a joke, I would say there are many business owners 
that will never experience the type of success that I 
now believe that economist was describing.  

Going through his comments, it was easy to hear 
his “economist” discipline. As I’ve gained more 
experience over the years working with owners, I 
have come to understand just a bit more about what 
he was saying. His point was that great leaders 
would always strive for excellence. They would 
never ignore best practices or fundamentals and 
most likely they would be a master of business ex-
ecution.

Being a great leader vs. just being the leader by 
default assures any business that their leader wants 
to succeed more than anyone in their industry. Un-
derstanding business fundamentals can be a strong 
competitive advantage if you apply the joke stats 
from above. 

Since I work mostly with business owners and 
their sales organizations, my interest was to analyze 
his comments as it associated to sales leadership 
and their resulting success. I will tell you that find-
ing a great sales leader in our industry, and for that 
matter, any industry is extremely difficult. When I 
started to think about business fundamentals and 
lay that up against the requirements and need for 
any company to have a great sales leader, his words 
became clearer to me that a default leader could be 
a joke, as far as what great leadership could do for 
any company.

Where does great leadership come from? Are 
you born with it, can it be taught? All through 
history you can see great leadership from many 
places. Who would deny that many of the great 
people in our country’s history possessed fortitude, 
knowledge and the fundamentals, which helped 
propel or expose their greatness? I truly believe that 

great leaders come from people who are first great 
followers. They are someone who at a certain point 
in life decided that they wanted more than to just 
‘dance to the daily music of everyday life.’ I also 
believe that there are some people, even in leader-
ship positions, who remain followers forever.

Weren’t all great presidents first just an ordinary 
citizen? Weren’t most great generals first just a sol-
dier? All great teachers begin as students! But not 
everyone is called to ‘greatness.’ I think that great 
leaders come from those who have the drive and 
determination to be great. They strive to be great in 
everything they do. What’s more, every great leader 
can always describe the birth of their leadership 
desire, by reciting the name of that influential men-
tor, teacher or leader who ignited their inner desire 
to lead. Some great followers do become great 
leaders.

Great leaders do not just excel at one thing. Ev-
ery great leader I’ve met wants to be great at every-
thing. If you’re a great leader, there are those who 
are watching you and learning through your exam-
ple. However, if you’re just a great follower thrust 
into a leadership position, those observing you 
won’t reap the same benefit. Great leaders don’t 
like to fail, but are even great when they do. As 
difficult as that may be to understand, they display 
an amazing resolve despite defeat and although 
uncomfortable, they, through their desire to not fail 
again, learn from their failure and redirect the fu-
ture to prevent that experience from reoccurring.

The fundamentals that the economist spoke 
about had more to do with life than business. Those 
that he called a joke were most likely one of two 
types; those who chose not to be great, or those that 
quite possibly are missing the DNA for greatness 
and would forever remain a follower. You can’t 
make a zebra into a black stallion!

In our industry, a dealer principal or business 
owner may not be great. There are those out there 
who have decided to just fill the default leader role. 
Do you ever wonder why some dealers experience 
amazing growth and success and others deal with 
constant turnover and strife?   

Great leadership creates leaders within the orga-
nization at every level. A great business owner will 
nurture and create a great sales leader. A great sales 
leader will nurture and create great salesmen. Great 
salesmen will nurture and create great relationships 
and interactions with the service and admin teams 

The Elements of Leadership
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and so on. When I perform sales assessments at the beginning 
of a consulting engagement, we evaluate all levels, from the 
top to the bottom. It may surprise you to find out how often the 
biggest problems reside in the business owner’s mirror. 

I see this profile all the time; it’s very likely that their com-
pany will never be great. As great leaders create great leaders, 
mediocrity or default leaders create the same.  

Another disastrous combination can be when a great leader 
works for a follower owner or senior management. Occasion-
ally this works out, when management recognizes the potential 
of that employee and properly positions them to deliver great-
ness and leadership. But, most of the time, especially in the 
SMB space, it creates a serious threat situation that ultimately 
leads to a turnover or worse. An employee in this situation can 
use their mastery of leadership to help and guide the senior 
management but often their abilities and potential are not re-
ceived well and so success goes unrealized.

Great leaders thirst for the win, but it doesn’t come easy. It 
may look easy to an outsider, but I assure you, a great leader is 
constantly learning, changing and measuring their effectiveness 
and results. They question everything, especially the things 
which they do personally. 

You may ask yourself, what does all of this leadership and 
business fundamentals talk have to do with the day-to-day ex-
ecution of the average office technology company? I think it’s 
easy to see that we’ve left “average” in this article and every-
thing we’re discussing has to do with pursuing greatness and 
excellence in leadership. So for the business owner, where do 
you start?  

First, you have to discover if you’re a leader or a follower. 
Second, if you’re leader, are you a great leader? If you’re a 
follower in the leadership role, are you willing to find and hire 
a great leader to lead your company? Success can only come 
if you’re honest regarding your personal capabilities and the 
intent to fix them. This step alone can launch amazing results in 
creating a ‘stallion-run’ company. I speak about a stallion not in 
male or female terms but as it relates to the leader of the herd. 
Once a great leader is engaged, you will feel a difference in 
your company and so will everyone else. 

How do you know if you have great leadership in your com-
pany? Your company is growing and securing new business. 
Customers are contented and very happy with their relationship 
with you. Your management team is energized, competent and 
successful. They’re nurturing their teams to greatness and al-
though problems do arise, their handling of each issue is done 
with respect and competency. 

A great leader recognizes the value of each employee, which 
easily flows through them to your customers and prospects. 
You may not win every prospect but when you do lose, EV-
ERYONE in your company will feel the loss equally. They 
know and appreciate what you do for them and readily recipro-
cate in their performance. A whatever-it-takes attitude fills their 
hearts. Don’t make light of this; it’s not a Kumbaya moment 
you’re after, it’s ongoing respect and performance in a perpet-

ual business engine. When you possess the elements of great 
leadership you’ll create a strong, competitive profile. The best 
candidates and prospective customers will be attracted to this 
and want to do business with you. 

Why is it so hard to understand that you reap what you sow? 
You’ve heard it said a million times, “We’re really great when 
we’re in front of the customer!” Why aren’t we great every-
where?  ♦

The Elements of Leadership
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One of the most important 
factors in the success 
of a copier dealership is 

the commitment to training. In 
my time working with dealers, 
one common factor in each of 
the most successful dealers is 
their investment in training. The 
successful dealers make sure that 
each technician is trained on the 
products they service.  

Benefits of Training
Training will benefit both the 

employee and the employer. In 
many cases, a dealer will say that 
it costs too much to send all the 
technicians to training. Dealers 
may decide to only send one 
technician to the factory school, 
and hope he can train the other 
technicians.  

This ignores the fact that an 
individual may only retain 30% 
of what they learned in class. If 
the technician comes back and 
remembers even 50% of what he 
learned, the technicians that he 
teaches will be down to 25% of 
what they need.

Training benefits both the em-
ployer and the employee and we 
will discuss these benefits.

Benefits to the Employee
While we often focus more 

on the impact of training on the 
employer, the employee benefits 
as well. To start with, when an 
employee is sent to training, the 
employee feels more connected 
to the company and feels like his 
manager and the company see 
value in him.

Additionally, after receiving 
factory training, the technician 
will feel more equipped to deal 
with equipment issues they will 
encounter. This confidence is 
often made manifest in their 

dealings with the customers they 
service.

Benefits to the Employer
The employer gains as well 

from this training. First and 
foremost trained technicians are 
more likely to fix the problem 
on the initial call. They are also 
going to use fewer unnecessary 
parts for troubleshooting. The 
combined effect of these savings 
will cover the expense associated 
with training many times over.

Secondly, the fact that the 
employee feels more connected 
to the company will increase 
their loyalty and reduce the risk 
that they will look for different 
employment. Considering the 
investment that a technician 
represents by the time he is fully 
qualified, anything that can be 
done to retain them is vital.

We will look at several types 
of training and the value of each.

Vendor Training
Vendor training will typically 

fall into two categories, schools 
that are conducted in training 
facilities and online training.

Vendor Schools
These model-specific schools 

give students the hands on prac-
tice with assembly and disassem-
bly of the equipment. This is crit-
ical to a technician’s confidence 
and success with the equipment. 
It is also where a technician 
learns to calibrate and adjust the 
equipment.  

In these classes, the technician 
will also develop his familiarity 
with the technical manuals and 
learn how to use them to trouble-
shoot the equipment. In addition 
to the information acquired in 
class, the technicians pick up 
valuable information when dis-

cussing issues they encounter 
with other technicians.  

Online Training
Vendors also offer a variety 

of online courses. Many ven-
dors will offer a variety of basic 
classes to cover the theory of op-
eration, basic copy process, and 
usually fax basics as well. These 
are a great place to start out new 
technicians. The vendor may 
also offer online classes that will 
certify technicians on the smaller 
machines they offer. Many will 
also offer online classes when a 
product is updated with only mi-
nor changes.

Since this training is usually 
offered with no or minimal cost, 
and can be completed on a self-
paced basis there is no reason to 
not utilize it. When the workload 
is light, utilize this time to ac-
complish online training.

Self-Conducted
Most vendors offer the option 

to have an in-house training 
program. There are advantages 
and disadvantages to this type 
of training. If a dealer is training 
multiple students in each class, 
this type of training usually costs 
significantly less than sending 
them to the vendor. An in-house 
trainer also has the advantage 
of knowing the technicians and 
being able to tailor the training to 
their needs.

For smaller classes, the cost of 
having the trainer out of the field 
to teach one or two technicians 
may cost more than sending the 
technicians to a vendor training 
center. Additionally, students 
taught in-house lose the interac-
tion with technicians from other 
dealers and the knowledge that 
gets shared.

Training as a Key to Success
News BriefingService ManagementKen Edmonds

continued on page 54
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Internal Training
This is one area where almost every dealer can improve. If a 

dealer can develop a productive internal training program, they 
can fill in the gaps in vendor training.  

Identifying Needs
The first step is to look at the overall needs of the service 

department. Do technicians understand the basics of the copy 
process and how to apply it to resolving the problems they en-
counter? What are the areas that the technicians seem to have 
problems with? How well do the technicians keep up the tech-
nical bulletins provided by the vendors? 

Developing Material
This is the most difficult part of internal training. I would 

recommend starting by asking your technical representatives 
for any seminars or other material that they may have available. 
In many cases, they may be willing to present the information, 
and if not, they may have information you can present.

If the vendor doesn’t have material that meets your need, 
then development falls on your staff. If the issue seems to be 
model specific, you can look at which technicians excel on the 
products, and find out what they are doing that makes them 
successful and then develop a seminar around that.

If troubleshooting is an issue, and it commonly is, there are 
usually several factors. One may be a challenge with applying 
theory of operation to troubleshooting, another may be lack of 
practice in reading schematics and using a meter to trace sig-
nals. For both of these, a combination of classroom and hands 
on training may be beneficial.

Conducting the Training
One option for conducting training is at tech meetings. 

These meetings provide an opportunity to conduct short train-
ing sessions on what may be needed. It is a great opportunity to 
review recently released technical bulletins.  

For more in-depth training smaller groups are easier to man-
age and to schedule. In many cases, the dealership will have 
periods that are slower than usual; this provides an opportunity 
to accomplish training without impacting the customers.

Third Party
In addition to the previous training opportunities, there are 

a variety of third party training options. In the Managed Print 
Services arena, many of the parts and toner suppliers offer tech-
nical training on printers from a variety of vendors. Addition-
ally, some of the trade organizations such as BTA offer training 
and there are a variety of organizations that offer computer 
training to improve the department’s connectivity skill set.

Invest and Reap the Rewards
While training is an investment, the rewards far outweigh 

the costs. A well-trained staff works efficiently, reduces parts 
usage, and drives customer satisfaction. In addition, employees 
feel valued and will be more loyal to the company, reducing 
turnover.  ♦

Training as a Key to Success
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Nation-Wide Repair Service  |  Customer Service: 866.655.8676  |  www.nwrsinc.com 
Fusion Image Technology   |   Customer Service: 816.979.1000  |  www.fusionimagetech.com 

We are very pleased to announce an amazing new partnership!

Nation-Wide Repair Service has acquired Fusion Image Technology!!!

NWRS and FIT are now partnering for the most quality-focused, full service team in the industry. 
FIT products are now available from NWRS. It’s business as usual at both organizations  
but keep watching for more news and updates as we move forward with this exciting merger.
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With the Rio Olympics 
just completed, much 
was made of the USA 

Men’s and Women’s basketball 
“Dream Teams” for the caliber of 
the talent assembled. There was 
no doubting the quality of each 
of those teams, groups where the 
last player on the team was prob-
ably as good as or better than 
the strongest players on other 
nations’ teams.

When it comes to assembling 
your team of professionals and 
advisors to help you with selling 
your business, I strongly urge you 
to build your own Dream Team in 
order to ensure your greatest odds 
of success, i.e., winning your 
own “gold medal” deal. 

How do you assemble your 
team and who should be on it 
may vary slightly depending 
upon the size of deal you are 
looking to make, but in general, 
the following are the “players” 
you need on your Dream Team.

Deal Making Attorney
All too often, clients tell us 

they plan to use their best friend, 
a real estate or estate planning 
attorney, to represent them in the 
sale of their business. We ask the 
client, “If your spouse needed 
brain surgery would you hire a 
heart specialist to perform the 
operation?” Deals today have 
become more complex and the 
negotiations involved are much 
more detailed. Assuredly, the 
buyer will have an M&A legal 
specialist on their team and you 
need one on your side. Many 
of our clients engage an M&A 
attorney specifically to represent 
them in the transaction. As my 
father always taught me, “You 
never want to get out-lawyered 
in a deal.”

CPA With Transactional 
Experience

Almost every business own-
er has a great relationship with 

their CPA. Your accountant is a 
vitally important member of your 
deal team. Just like your M&A 
attorney, you need to determine 
if your long-time CPA has trans-
actional experience. The way in 
which a transaction is structured 
can have a huge impact on the 
cash which remains in your 
fist after the deal is done. Your 
CPA must be up on all relevant 
tax laws in order to maximize 
your “cash in fist” (as we call 
it). Recently, we were working 
on a deal in Iowa with a selling 
client. The client’s CPA was a 
wonderful old gentleman in his 
late 70s and had not worked on 
many business sale transactions 
in his career. He was unaware of 
a change in Iowa tax law which 
would allow his client to avoid 
any state income tax on the deal 
if the transaction was structured 
properly. Luckily, we at CFA 
were aware of the revision to the 
tax code and could advise our 
client accordingly. Had we not 
intervened, our client would have 
ended up paying $250,000 in un-
necessary state income taxes.

Financial/Wealth Planner
Once you get your cash in 

fist, what are you going to do 
with the money? You need to 
work with a reputable financial/
wealth planner long before you 
sell your business not only to 
help you determine where to in-
vest your hard-earned funds, but 
to also help you understand just 
how much money you need to 
achieve your financial/retirement 
goals. A good financial/wealth 
planner who has experience with 
business owners who have sold 
their businesses will also be able 
to assist your CPA with tax plan-
ning ideas.

Your Family
Several years ago, we were 

asked by a business owner to sell 

the family business. Although the 
CEO and his wife owned 100% 
of the stock of the company, 
their kids and grandkids were 
all involved in the business. The 
CEO did not want to tell anyone 
(including his wife!) he was 
selling the business. Of course, 
that is a recipe for disaster. We 
agreed to the assignment on the 
condition we meet with all of 
the family members to discuss 
the CEO’s plans. We understand 
the need for confidentiality but if 
you cannot trust your own family 
members, selling your business 
will not resolve your issues. The 
process of selling a business is 
difficult enough without keeping 
secrets from those you love…the 
people who will offer the most 
support to you throughout the 
process.

Business Broker/
Investment Banker

At the risk of being self-serv-
ing, a business broker or invest-
ment banker who has experience 
working with companies of your 
size or in your industry will 
become the quarterback of your 
Deal Dream Team. Business 
brokers and investment bankers’ 
sole focus is helping their clients 
sell their businesses. These pro-
fessionals will work with your 
M&A attorney, your CPA, your 
financial planner, and your fami-
ly to ensure a successful process. 
Generally speaking, your busi-
ness broker or investment banker 
will more than earn whatever 
fees you pay them either through 
a better/higher priced deal, a deal 
with lower tax impact, or both. 

Trying to sell your business 
on your own may seem easy and 
less expensive, but if you want 
to ensure a successful outcome, 
act like an Olympian and go for 
the gold by assembling your own 
M&A Deal Dream Team.  ♦

Assemble Your Deal Dream Team
News BriefingExit StrategyJim Zipursky
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ISC 2016 Anti-Counterfeiting 
Conference 

Sep 18-20, 2016/San Diego, CA 
www.isc-inc.org

Navigate Conference 2016 by 
Continuum 

Sept. 27-30,2016/Boston, MA 
www.continuum.net

BTA Southeast 
Oct 21-22,2016/Asheville, NC 

www.bta.org

ECI Connect Conference 2016 
Nov 2-4, 2016/Nashville, TN 

www.eci-connect.com

Printer Tech Tip

HP LaserJet FLOW M525C
Issue/Problem:

31.13.02 Jam in document feeder

Cause:

If this error is a result of changing the printer’s formatter 
board, be sure the 512 MB RAM chip was transferred from the 
original board to the replacement board. If not, the above error 
will appear.

This Printer Tech Tip is contributed by LaserPros (www.laserpros.com).  
Email any questions to marketing@laserpros.com

If the error appears on its own, print out a configuration page to 
be sure the Total RAM count equals at least 1536 MB of ram. 
If not (reads 1024 MB), the 512 MB memory will need to be 
replaced.

If the configuration page reads the minimum 1536 MB replace 
the ADF assembly CF116-67922

If the error persists, replace the formatter CF105-69001  ♦

http://www.bta.org
http://www.continuum.net
http://www.bta.org
http://www.eci-connect.com
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Group, Inc.

Remarketer of Quality Pre-Owned Copiers

We have over 20 years experience in the copier export market

Specializing in Export Sales & Container Loading

We are located only 30 miles from the Port of Miami

3001 W. McNAB ROAD - POMPANO BEACH, FL 33069

Web: - email: sales@intercomcopiers.comwww.intercomcopiers.com

Toll Free  (800) 960-1119  Main (954) 978-2121

Miami (305) 751-7878  FAX  (954) 978-2412

OEM & Generic Konica Minolta Parts and Supplies

Hablamos Español  -  Falamos Português

All Makes and Models

Large Toshiba, Ricoh and Konica Minolta Inventory!!



Tel: (909) 869 0730
Fax: (909) 869 0736
Email: sales@seinetecusa.com   

Seine Tech(USA) Co., Ltd.
NEW CALIFORNIA ADDRESS: 

4802 Murietta Street
Chino, CA 91710

NEW JERSEY ADDRESS: 
65 Clyde Road, Suite E

Somerset, NJ 08873

2 Distribution Centers
(California & New Jersey)
99% of orders ships the same day you order
1 to 2 day shipping to 50% of the U.S.A.
Blind drop shipping and custom private labels

offers

new factory

Hiring 
Outside Sales

Please Contact us Today!

The State of the Hardcopy Industry
in 2016

Join us for a one-hour webinar presented by 
Charles Brewer, the founder and president of Actionable 
Intelligence, the industry’s premier market research firm, 

along with Christina Bonadio, executive editor of 
www.Action-Intell.com, as they provide their unique 

insights into the industry’s most important 
news stories and events.

Attendees participating in this 
webinar will learn: 

Who is gaining and who is losing share?

Which segments are hot 
and which are not?

 How is the global third-party supplies
    industry impacting the U.S. market?

This webinar will provide a detailed look at the current state of the hardcopy industry. 
Included in the presentation is a roundup of recent OEM activities and key market trends 

along with an assessment of how the leading hardware manufacturers are performing 
financially. The presentation also offers analysis of the current supplies market including a 

review of recent M&A activity, lawsuits, and other factors shaping the competitive landscape 
for both OEM and non-OEM supplies vendors.

engage ‘n exchange

engage ‘n exchange

Thursday, June 16, 2016, 2 p.m. EDT
Register for FREE webinar at www.enxmag.com
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HP
CF226A/X
CF287A 

AVAILABLE 
NOW

CE278/285/435/436 Universal 
Cartridge 137A, HP CF320’S 
and CF380’S Color Series
HP CF226A/X, CF287A
HP CF410A/X Color Series
Brother TN820/TN850/TN880/TN890

*JUMBO CARTRIDGE FOR*
CE278A,CE285A,CC364X, 

CE390A,CB435A,CB436A, 

CE505A/X,Q2610A,4096A,

Q1338A/1339A/5942A/ 

5942X/Q5945A,Q5949A/X 
and Q7553A

and more...

Compatible Toner 
Cartridges For

HOT NEW ITEM! 

new
products



ARE YOU AN 

Elite 
Dealer?

ENX Magazine  
(www.enxmag.com) and 

ENX The Week  
in Imaging 

are now accepting 
nominations for the  

2016 Elite  
Dealer Awards.

Elite Dealer 
Nomination Form 

Available at   
www.enxmag.com

Nomination Deadline: Sept 10, 2016

engage ‘n exchange

engage ‘n exchange

Are you
an ELITE Dealer?

Now Accepting Nominations 
for the 2015 Elite Dealer Awards

ENX Magazine (www.enxmag.com) and ENX’s digital weekly The Week in Imaging 
are now accepting nominations for the 2015 Elite Dealer Awards.

Elite Dealer Nominations Form Available at
www.enxmag.com

N o m i n a t i o n  D e a d l i n e :  S e p t  1 ,  2 0 1 5

ENX Elite 8.5 x 11 Ad.indd   1 7/29/15   10:11 AM

OPEN NOMINATIONS FOR THE 2016 ELITE DEALER AWARDS

2016



1-866-817-8795 sales@supplieswholesalers.com www.supplieswholesalers.com

Over 1 Million Compatible Printer 
Cartridges In Stock!
Over 97% order fi ll rate ensures we have the stock to satisfy any 
volume

The Broadest Cartridge Range with 
3,000+ Compatible Models!
Including the latest copier toner, laser toner & inkjet models to 
increase your profi ts

The Lowest Defect Rates (Near 1.0%) 
From Top Factories!
Our best-of-breed global sourcing helps you keep your 
customers 

© 2016 - Supplies Wholesalers • All rights reserved. • Not responsible for typographical errors. Prices subject to change without notice.

Volume Prices Shown - FREE Ground over $200

MPS is growing, and SW offers the best
cartridge solution for MPS applications

Our jumbo toners offer up to 100% more yield than OEM and with a low 1% defect rate, you’ll have 
fewer service calls.

The lowest cost per page (CPP) + Low Defect Rate = more MPS profi t!

WHY SUPPLIES WHOLESALERS HAS BECOME
THE LARGEST TONER CARTRIDGE IMPORTER IN AMERICA...

NV

ID
OR

WA

CA

AZ

UT CO

NH

ME

VT

MA
NY

PA

CT

NJ

MD
DE

Burlington

Portland

Concord

Boston

New York City

Trenton

Newark

Philadelphia

Wilmington

Baltimore

Washington DC

Pittsburgh

Buffalo

Rochester
Syracuse Albany

Utica

Hartford

OVERNIGHT DELIVERY

SHIPPING INFORMATION
FREE Ground over $200

Under $200, fl at $6.90 for Eastern Connection 
and OnTrac or fl at $7.90 for UPS

UPS Surepost Ground (2-5 Days) 
$3.90 up to 2lbs • $4.90 for 2.1-7lbs

OEM NUMBER SW NUMBER OEM Yield SW Yield % Increase As Low As Cost Per Page
TN350, TN2000, TN2025 CBTN350J 2500 5000 100% $16.50 $0.0033

TN360 CBTN360J 2600 5200 100% $17.00 $0.0033

TN420, TN450 CBTN450J 2600 5000 92% $12.75 $0.0026

TN550, TN580 CBTN580J 7000 12000 71% $19.50 $0.0016

TN650, 3280, 3290 CBTN650J 8000 12000 50% $20.40 $0.0017

CE255X PTCE255XJND 12500 15000 20% $36.13 $0.0024

CE278A PTCE278AJ 2100 3000 43% $14.45 $0.0048

CE285A PTCE285AJ 1600 3000 88% $14.45 $0.0048

CE390A PTCE390AJ 10000 18000 80% $42.95 $0.0024

CE505A PTCE505AJND 2300 3500 52% $19.51 $0.0056

CE505X PTCE505XJND 6500 8000 23% $21.94 $0.0027

CB435A PTCB435AJ 1500 3000 100% $14.45 $0.0048

CB436A PTCB436AJ 2000 3000 50% $14.45 $0.0048

CC364X PTCC364XJ 24000 35000 46% $47.50 $0.0014

C3903A PTC3903AJ 4000 6000 50% $21.25 $0.0035

C4096A PTC4096AJ 5000 7500 50% $23.40 $0.0031

C4182X PTC4182XJ 20000 32000 60% $50.15 $0.0016

C7115X PTC7115XJ 3500 5000 43% $18.50 $0.0037

C8543X PTC8543XJ 30000 38000 27% $97.75 $0.0026

Q2612A PTQ2612AJ 2000 4000 100% $13.50 $0.0034

Q5949A PTQ5949AJ 2500 4000 60% $19.50 $0.0049

Q5949X PTQ5949XJ 6000 8000 33% $21.50 $0.0027

Q2610A PTQ2610AJ 6000 10500 75% $25.75 $0.0025

Q1338A, Q5942A PTQ5942AJ 12000 15000 25% $41.65 $0.0028

Q1338A, Q1339A, Q5942A, Q5942X, 
Q5945A

PTQ383942XJ 20000 28000 40% $48.45 $0.0017

Q7553A PTQ7553AJ 3000 4000 33% $20.90 $0.0052

E260A11A, E260A21A CLE260JC 3500 9000 157% $110.15 $0.0122

Respecting OEM Patent Rights!
Sourcing patent-safe cartridges from only top tier 
factories

I.T. Integration With Popular 
Platforms!
EDI/XML, E-Automate, Red Cheetah/RedFalcon, DDMS, 
VarStreet, PowerEcommerce

Shipping From Our 3 Warehouses 
in PA, TN & NV!
Delivering by FREE Ground ($200+ Orders) to 90% of the 
U.S. in 1-2 Days!

SW Enx Ad.indd   2 8/10/16   12:46 PM



866-817-8795www.supplieswholesalers.com

ORIGINAL BUTTERFLY & NEW SW DESIGN
Unique SKU’s for both... pick your image!
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Volume Prices Shown - FREE Ground over $200

MPS is growing, and SW offers the best
cartridge solution for MPS applications

Our jumbo toners offer up to 100% more yield than OEM and with a low 1% defect rate, you’ll have 
fewer service calls.

The lowest cost per page (CPP) + Low Defect Rate = more MPS profi t!

WHY SUPPLIES WHOLESALERS HAS BECOME
THE LARGEST TONER CARTRIDGE IMPORTER IN AMERICA...

NOW STOCKING TWO 
PROFESSIONAL BOX DESIGNS
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OVERNIGHT DELIVERY

OEM NUMBER SW NUMBER OEM Yield SW Yield % Increase As Low As Cost Per Page
TN350, TN2000, TN2025 CBTN350J 2500 5000 100% $16.50 $0.0033

TN360 CBTN360J 2600 5200 100% $17.00 $0.0033

TN420, TN450 CBTN450J 2600 5000 92% $12.75 $0.0026

TN550, TN580 CBTN580J 7000 12000 71% $19.50 $0.0016

TN650, 3280, 3290 CBTN650J 8000 12000 50% $20.40 $0.0017

CE255X PTCE255XJND 12500 15000 20% $36.13 $0.0024

CE278A PTCE278AJ 2100 3000 43% $14.45 $0.0048

CE285A PTCE285AJ 1600 3000 88% $14.45 $0.0048

CE390A PTCE390AJ 10000 18000 80% $42.95 $0.0024

CE505A PTCE505AJND 2300 3500 52% $19.51 $0.0056

CE505X PTCE505XJND 6500 8000 23% $21.94 $0.0027

CB435A PTCB435AJ 1500 3000 100% $14.45 $0.0048

CB436A PTCB436AJ 2000 3000 50% $14.45 $0.0048

CC364X PTCC364XJ 24000 35000 46% $47.50 $0.0014

C3903A PTC3903AJ 4000 6000 50% $21.25 $0.0035

C4096A PTC4096AJ 5000 7500 50% $23.40 $0.0031

C4182X PTC4182XJ 20000 32000 60% $50.15 $0.0016

C7115X PTC7115XJ 3500 5000 43% $18.50 $0.0037

C8543X PTC8543XJ 30000 38000 27% $97.75 $0.0026

Q2612A PTQ2612AJ 2000 4000 100% $13.50 $0.0034

Q5949A PTQ5949AJ 2500 4000 60% $19.50 $0.0049

Q5949X PTQ5949XJ 6000 8000 33% $21.50 $0.0027

Q2610A PTQ2610AJ 6000 10500 75% $25.75 $0.0025

Q1338A, Q5942A PTQ5942AJ 12000 15000 25% $41.65 $0.0028

Q1338A, Q1339A, Q5942A, Q5942X, 
Q5945A

PTQ383942XJ 20000 28000 40% $48.45 $0.0017

Q7553A PTQ7553AJ 3000 4000 33% $20.90 $0.0052

E260A11A, E260A21A CLE260JC 3500 9000 157% $110.15 $0.0122

Respecting OEM Patent Rights!
Sourcing patent-safe cartridges from only top tier 
factories

I.T. Integration With Popular 
Platforms!
EDI/XML, E-Automate, Red Cheetah/RedFalcon, DDMS, 
VarStreet, PowerEcommerce

Shipping From Our 3 Warehouses 
in PA, TN & NV!
Delivering by FREE Ground ($200+ Orders) to 90% of the 
U.S. in 1-2 Days!

PROFESSIONAL BOX DESIGNSPROFESSIONAL BOX DESIGNS
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Far more than 
just good looks
Discover our full line of 
award-winning document solutions

Meet the full line of Toshiba multifunction printers that will meet your customers’ 

needs. Multitasking is being rede�ned with a full line of 23 distinct models, equipped 

with sleek design, new customizable features, and unmatched versatility. With 

up to 75PPM in color and 85PPM in black and white, along with our Quality 

Commitment guarantee, the future of printing has never been brighter. It’s time 

to see what Toshiba can do for you and your customers. With our technology, 

services, and support, we will partner with you to provide what you need from start

to �nish, and everywhere in between. 

To learn more about our complete line of 

award-winning devices, contact a trusted distributor.

©2016 Toshiba America Business Solutions, Inc. Electronic Imaging Division. All rights reserved.

National Distributors:

ACM Technology 800-722-7745

Collins Distributing Co 800-727-0884

International Digital Solutions 888-372-3700

Supplies Network 800-729-9300

AMUSEMENT PARK
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